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NEW ALLIS -CHALMERS 


TORQUE CONVERTER DRIVE 


SHIFT 


Makes lift truck operation easier than ever before! 
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Just flip lever ahead for forward, back for reverse — 
with light finger-tip touch. You’ll be surprised how 
fast and smoothly you change directions, without 
jerking. You work fast, stay fresh, get more done. 


Have full control — ALWAYS, with every move for- 
ward or reverse made under constant, positive power 
coupling. No coasting, no dangerous delay between 
power application and braking. 

Brake to stop — merely release pedal to restart. 
Applying brake pedal, at left of accelerator, does not 
break power coupling. This saves time and effort 
stopping and starting. 

There's additional safety in two new features: engine 
will not start while truck is in gear — and POWER 
SHIFT Drive automatically returns to neutral if 


operator leaves the seat. 
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INCHING PEDAL 


Inching pedal lets you move fast or just creep, always 
under full, positive control. With this you also have 
full engine power for fast lifting, even while inching. 


The torque converter, on all Allis-Chalmers trucks 
with POWER SHIFT Drive, automatically matches 
power to load, multiplies working ability, increases 
gradability. 


POWER SHIFT Drive is simple to operate and 
service — dependable, too. 


Get the complete story on how POWER SHIFT 
saves time, makes driving trucks easier, helps 
get more done. See your Allis-Chalmers 
material handling dealer... or write for 
Bulletin BU-465. 


Here's new smoothness of operation — with more speed, less fatigue. 


ALLIS-CHALMERS, MATERIAL HANDLING DEPT., 


BUDA DIVISION, MILWAUKEE 1, WISCONSIN 


ALLIS-CHALMERS 
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Another STANLEY STEEL STRAPPLICATION* on the job 


Stored ... Tallied ... Delivered ... faster and 
at less cost by bundling lumber in the yard 


As lumber comes off the cars at this Massachusetts lumber yard, it is bundled with Stanley 
Steel Strapping; each bundle is marked to identify its contents. The lumber now can 

be moved and stored faster by mechanical means. When making deliveries, marked 
bundles simplify checking the quantity being shipped against the order. Loading and 
unloading, too, are accelerated. 6 operations by a fork lift truck replace 660 handling 
operations fermerly required to load 6,000 board feet piece by piece 

Then, at the job site, the strength of Stanley Steel Strapping permits 

dropping the entire truck-load . . . intact. 


WRITE FOR YOUR FREE COPY of the “Stanley Strapplication Manual of 
Packaging and Shipping” to STANLEY STEEL STRAPPING, Division of 
The Stanley Works, Dept. K, 1326 Lake Street, New Britain, Conn. 


*The system-atic way to solve specific packaging and shipping problems 


INSURE IT-~SECURE IT WITH STANLEY STEEL STRAPPING 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 


S | pay N | E Y tools + drapery, industrial and builders hardware + door controls +» aluminum windows « metal parts « coatings « 
made in 24 Stanley plants in the United States, Canada, England and Germany 


steel and steel strapping 
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UNSURPASSED WEATHERTIGHTNESS 
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CASEMENT WINDOWS 


...now completely weatherstripped! 


RECENT AIR 
INFILTRATION 
TESTS 


by the Pittsburgh Test- 
Extra-strong 1-3/32” ing Laboratory reveal 
extruded sections stand i : se an amazingly low in- 
up under heovier loads 5 * : filtrati f 4 f ip 
and usage. a , : ‘ iitration factor of only 

016 C.F.M. for Ware 
Casements . .. which is 
just a fraction of the 
standard of 50 C.F.M. 
set for these type 
windows by Aluminum 
Window Manufactur- 
ers Association CA-1 


3/16” ventilator web - ‘ 
; specifications. 


gives greater strength, 
prevents binding... P ; 
makes possible tighter = La i j —— : 

closing. ’ : e The renewed popularity 
of casement windows 





in many areas is an 
added reason why it'll 
pay you to get all the 
facts on this competi- 
tively priced, time- 
proven Ware Casement. 
ait Scar ae For complete details 
write Dept. AL-11. 


sections assure maxi- 

eath tec- 
nen OCIS “Pree Now completely 
tion thru greater metal- 
to-metal and weather- 
stripping contact 


weatherstripped— yet-competitively priced 
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Ware Laboratories, Inc., 3700 N.W. 25th St., Mian 
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for lumber assembly of house loads. 


7} 
cs 


Foreign, $20 
back copie 


a4 Amxm€ 
=O 


=a 


Departments 


Newscast Sales Aids 

News ..... What's Your Answer 
Editorial Page ; New Equipment 
Letters New Literature 


AMERICAN LUMBERMAN cnd Building Products Mer : 
dans ger ig published ever Mo 0N Manufacturers hws Classified Ads 
lark St h cago 2, i Dthe I “Pt ik bli 3 
HOME Maintenance & nts, FOOD Dealer News . What's New Coupon 
PACKER. WOOD & WOOD SRoDbGTS tt Liat? 
BEAUTY SHOP New Products Advertisers’ Index 





BUILDING PRODUCTS MERCHANDISER 




















WOLMANIZED* Treated Lumber 





NG ANONYMOUS, 








November 11, 1957, AMERICAN LUMBERMAN AND 


your inventory 


ve Kin ow 


Sn? 


TIAINTIES |OF PANELI 


rt 











oe Ah 
re] 
£ 
& 
Gi 
" * 
~ 


f 


| nd s Yo 


Bd a" 


* 


























Circle No. 2 on Coupon, page 122 
































NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


SEPTEMBER HOME BUILDING DISAPPOINTING. 


After substantial improvement in August residential construction declined 
in September .. . the annual adjusted rate fell to 990,000. 

Favorable forecasts for next year, however, continue. The experts cite 
more marriages, 1.7 million in 1958; continued migration to the suburbs; next 
year's birth rate of 4.4 million; rising demolitions, 250,000 this year. Va- 
cancy rates, they say, are down to the lowest figure on record, 2.3%. 











WHAT ABOUT TIGHT MONEY IN 1958? 


Some easing is expected next year. AS recently pointed out on this page a 
decline in expenditures for new plants and equipment is freeing more funds. 
Also, savings are up $2 billion over the same period in 1956. Here's a detailed 
run-down: 

VA Mortgages will probably total less than 60,000 next year. This compares 
with 130,000 units in 1957 and 270,000 in 1956. 

FHA loans will cover about 160,000 homes. Unless there is a sizeable in- 
crease in projections for FHA it might be difficult to reach 1 million homes 
in 1958. 

Conventional loans will reach a record level of 700,000 mortgages. Lacking 
a liberalized FHA, new housing next year must ride with the private lender. It 
takes no imagination to appreciate the necessity of closer dealer and contractor 
relationship with local bankers. 











CASH=AND-CARRY FEATURE RINGS THE BELL. 

By phone, wire and letter readers have told us that the special feature on 
caSh-and-carry yards in the October 14 issue was most constructive. At press 
time more than 45,000 reprints had been printed, by American Lumberman, state 
and regional lumber dealer associations. 

Future issues will dig into this development from several new points of view 
and will show examples of lumber dealers actually increasing their sales in the 
heart of casSh-and-carry country. 














NEW IMPORTANCE FOR SMALL BUILDERS. 


The first housing marketing conference, held at San Francisco by the Na- 
tional Association of Home Builders, placed new stress on the key role of the 
small and medium-sized builder. 

Here's a quote from the Home Builders Association of Greater Akron (Ohio) 
in a recent official bulletin. "Many manufacturers at the meeting complained 
bitterly about expanding their operations to sell extra large builders, only to 
find these builders were either quitting now or practically shutting down." 

"They have no wholesaler outlets or dealers to absorb a large portion of 
their production, and no alternative but to shut down part of their factories. 
This was certainly their own fault." 

A little research would have shown that large builders can only operate in 
the most favorable atmosphere and always when the going gets tough, they have to 
retire to the sidelines for a while, or trim their operations . . . most build- 
ers of 50 or less houses per year build on conventional financing . . . many 
will build more houses in the next three years than they have in the past. 




















HOME IMPROVEMENT COUNCIL FIRMING PLANS. 


The final organizational meeting last week in New York City for HIC (Home 
Improvement Council) convinced even the most skeptical. Support is snow-balling 
from industry, from wholesalers, dealers and the trade and consumer press. 

If OHI seemed indefinite, hard to localize in your community, the new HIC 
is, by way of contrast, quite easy to pin-point at the yard level. Complete 
details will be published in our December iSsues. 








(news continued on page 8) 
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BUILDING 


September Starts 


Private starts in September fell to 
88,000 units, from 92,600 in August. 
The adjusted annual rate now is 990,- 
000 units. The total for nine months is 
793,400 homes, the lowest for this peri- 
od since 1949. 

But the lag in starts behind 1956 
has narrowed steadily from the 16% 
in early spring of this year to only 10°; 
in September. Predictions for next 
year anticipate a 10° improvement 
over 1957. 


Prefab Vision 


A “revolution” in housing will pro- 
vide the prefabrication industry with 
50% of the market within 5 to 10 
years, said Frederick K. Trask, Jr., 
president, Lumber Fabricators, in De- 
troit last month. 

“In due course,” he said, “the pre- 
fabricators will leave the lumber yard 
and the conventional builder far be- 
hind.” 


Remodeling Contractor Show 


“Profit Springboards for ’58” will 
be the theme of the 16th annual 
NERSICA convention to be held at 
Atlantic City, February 22-25. An at- 
tendance surpassing the record 13,742 
of the 1957 Chicago show is expected. 

NERSICA is a national association 
of home improvement contractors. 
Some 217 exhibitors displayed prod- 
ucts in 66 classifications at the 1957 
show, including roofing, siding, and 
building specialties of all types. 


DEALER NEWS 
Switch NRLDA Show 


The fifth annual Building Products 
Exposition will be held in Chicago, not 
St. Louis in 1958, as originally planned, 
according to H. R. Northup, executive 
vice president, National Retail Lum- 
ber Dealers Association. It is sched- 
uled for November 22-25 at the Inter- 
national Amphitheatre with headquar- 
ters at the Conrad Hilton. 

The rapid growth of the NRLDA 
Exposition and the increasingly popu- 
larity of materials handling demonstra- 
tions were cited as the reasons for the 
change. 
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Winners in American Lumberman's Sales Contest 


Competition was keen right to the 
finish in American Lumberman’s dual 
sales contests. Dealer entries came 
from coast-to-coast, also Canada, in 
the Creative Selling Contest and the 
Home Merchandising Contest. 


Rodney Burley, Tracy & Jones, Inc., 
Hornell, N. Y., was the winner in the 
Creative Selling Contest. Robert T. 
Arnold, Jr., vice-president, R. T. Ar- 
nold Lumber Corp., Adams, Mass., 
was the winner in the Home Merchan- 
dising Contest. 

Articles describing these two award- 
winning entries, also those from deal- 
ers receiving honorable mention will 
be found in forthcoming issues of 
American Lumberman. Dealers re- 
ceiving honorable mention in the 
Creative Selling Contest were: E. R. 
Nailor, manager, Nailor Lumber Co., 
Port Angeles, Wash.; Robert F. 
Smith, manager, Ansonia (Conn.) 
Lumber Co., Inc.; Milton W. Fred- 
riksen, West Seneca Lumber Co., 
Inc., Lackawanna, N. Y.; C. A. Hertel, 


Dealers Report More Profits 


Dealers with 60°. or more sales to 
consumers (as distinguished from con- 
tractor sales) received over $1 more 
profit for every $100 of sales in 1956, 
even though expenses in this group 
were higher, according to a survey 
made for the Northeastern Retail 
Lumber Dealers Association by the 
University of Rochester. 

Of the 378 firms participating, those 
with heavy contractor business re- 
ported the largest sales volumes but 








Arnold Burley 


N. J. Braun Lumber Co., Jefferson, 
Wis.; E. P. (Chick) Jeffrey, Lockhard 
Woodworkers Limited, Moncton, N. B., 
Can.; J. W. Rhodes, Little Rock Lum- 
ber Co., Mt. Pleasant, Mich. 
Honorable mention winners in the 
Home Merchandising Contest were: 
Hugh S. Robertson, vice-president, 
The Robertson Lumber Co., Grand 
Forks, N. D.; John B. Stiles, Stiles, 
Inc., Grand Rapids, Mich.; Robert A. 
Jones, president, Robert Jones Build- 
ers’ Supply Ltd., Hamilton, Ont., Can. 


from Consumer 


the lowest operating profits. The high- 
est profit percentages came from the 
smallest dealers in volume but who sell 
primarily to consumers. 


The profit percentages of the dealers 
surveyed actually reached an all-time 
low, with the average only 1.78% of 
sales. See details below. 

The average 1956 dealer operating 
profit compiled from surveys covering 
20 states was 2.44%. 





PROFIT RESULTS 


BY CUSTOMERS 


378 Firms Surveyed by University of Rochester 


Gross Total Oper. Net Oper. 
Net Sales Margin Expenses Profit 
All Firms 100.00% 25.07% 23.29 1.78%, 
Consumer Sales Classification 
—Under 40% 100.00 24.33 22.71 1.62 
—WY, to 60% 100.00 23.81 22.18 1.63 
—Over 60% 100.00 26.76 24.10 2.66 
DOLLAR PROFIT RETURN OF DEALERS SURVEYED 
Under 40% 40% to 60% Over 60% 
Consumer Consumer Consumer 
Sales (for average firm) $705,313 $450,308 $438,952 
Net Oper. Profit (%) 1.62 1.63 2.66 
Net Oper. Profit ($) 7,340 11,676 


~Courtesy, The Lumber Cooperator 
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Ever Feel a “Draft” 


in a Warm, Closed Room ? 


(RADIATION is the transmis- 
sion through space of invisible 
heat rays. They have no tem- 
perature, only energy. When 
absorbed by a surface, their 
energy is transformed to HEAT. 
The surface of any object 
warmer than absolute zero— 
the Sun, You, Clothing, Wood, 
Plaster, an Iceberg, a Stove, a 
Chair, Paper, an Animal, will 
RADIATE to a colder surface.) 


(ConbuctiON is the process 
by which a cooler object or 
particle is heated by direct 
physical CONTACT with a 
warmer one.) 


(CONVECTION is the transfer 
of heat within air caused by 
the flow of the air itself.) 


People often complain of “drafts” in a 
room with air-tight walls and windows. Why? 
To a large extent because, by Nature’s law, 
warmth flows to cold by RADIATION as well 
as by CONDUCTION. Cold walls, too, draw 
heat out of contacting air by conduction, caus- 
ing a downward current of cold air. 


The exposed skin of people and the outer 
surfaces of their clothing lose heat as infra red 
heat rays flow from them with 90% emissivity 
to a cooler wall surface which has 93% absorp- 
tivity (and transforms the heat rays again to 
heat). If insulation is lacking, or has settled 
down, most of this heat is transmitted by radi- 
ation to the colder outer wall with 93% emissiv- 
ity, absorbed, and then dissipated to the colder, 
outer air. So people are uncomfortable, perhaps 
only in spots. More fuel is then burned. 


Multiple layers of aluminum in the wall 
space would retard convection; turn back heat 
rays with 97% reflectivity. When plaster is suf- 
ficiently warm, no net heat loss radiates from 
bodies to it; no current of cold air flows along 
the wall’s surface. Comfort is maintained with- 
out unduly high temperatures or fuel costs. 


In summer, the process is identical except 
for direction. Heat flow by radiation, conduc- 
tion and convection is retarded by the multiple 
sheets of aluminum in the outer wall space. 
Interiors of rooms stay cooler, and the plaster 
surfaces are also often cooler than the body. 
Some heat would then leave the body for the 
colder wall surfaces, increasing body coolness 
and comfort. 
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Architectural Record; Progressive Architecture; 
American Builder; Practical Builder; 
Air-Conditioning, Heating & Ventilating; 
Heating, Piping & Air-Conditioning 
Direct DEALERS WANTED 
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You’ll enjoy, as well as profit from reading 
Alexander Schwartz’s recently published man- 
ual: “Heat Flow by Radiation in Buildings, 
Simplified Physics.” The scientific background 
of heat flow, specific information on how to con- 
trol it, data on the various types of multiple 
aluminum insulation, ratings of insulation per- 
formance, and installation techniques under 
many conditions are interestingly discussed in 
this liberally illustrated 48 page manual. A 
FREE copy is yours for the asking. 


THERMAL VALUES’, INFRA PARALLEL INSULATIONS 
Non-metallic Insulation Equivalents‘ 

UP-HEAT DOWN-HEAT Cost, Installed* 

TYPE 2. C.195=1%” C.061=5%” 5¢ sq. ft. 
TYPE 3.) C.142=2%” C.049=6%”" = Ge sq. ft. 
TYPE 4 C.105=3¥s” C .068=8” 8¢ sq. ft. 
TYPE 5 C.081=4” C .034=9%” 10¢ sq. ft. 
TYPE 6 C.068=4%” C .034=9%” lle sq. ft 
TYPE 9 C.043=7%” C.029=11%”" 16¢sq.ft 


Types 1, 7, 8 also available 


*Determined by method of National Bureau of Standards 
in H.H.F.A. Research Paper 32. 
tCalculated on basis of limiting thermal values cited in 
ed. Specs. LLL-f-321b; HH-1-585; HH-I-521c; HH-1-55la 
sApproximatecost, material and labor new construction betweenwood joists 


Let us send you a FREE SAMPLE of this compact, 
PROFIT-MAKING insulation, and our prices. 


as 
r Infra Insulation Inc., 525 Bway., N.Y.C., Dpt. U-11. 
y Please send “Heat Flow by Radiation.” 

( Dealers’ Prices () Samples 
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THIS ADVERTISEMENT HAS APPEARED IN: 





L— No Minimum Stock REQUIRED — 





MORE SALES 


OF THESE 
ITEMS 


MASONITE 


presents a complete Christmas promotion 
to build traffic... create sales 








@ And it’s all free for the asking. 

e A complete package to put your store-wide Christmas selling program 
in high gear—on time! (including full-size patterns of 8 subjects for 
use by customers at your yard). 

e A colorful, eye-catching display of ideas to help your customers make 
their own decorations for the front yard, porch and picture windows, 
as well as interiors. 

® Backed up by ad mats and radio scripts that’ll bring them into your 
store. 

e A plan that’ll build sales not only of Masonite® panels and framing 
lumber, but of all the other Christmas gift items you sell. 

Order your free Masonite Christmas promotion kit early—to get the 

full season’s benefits. See your Masonite representative or mail the 

coupon—today. 


YOUR 
CHRISTMAS 


PROMOTION 
KIT 
INCLUDES: 
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CHRISTMAS DECORATIONS CENTER | 





® Masonite Corporation—manufacturer of quality panel products. 


MASONITE CORPORATION 
Dept. AL-11-11, Box 777, Chicago 90, I 


Please ask my Masonite representative to bring me the complete 
Christmas promotion kit 


@ 


Firm 


Address 
=1- 5) O10 On 


City. 


Zone County 


BUILDING PRODUCTS MERCHANDISER Circle No. 4 on Coupon, page 122 











NEWS & TRENDS 


(begins on page 8) 





BUILDING PRODUCTS 


REMODELING package by Bruce contains 
enough prefinished strip flooring to cover 
25 square feet of floor area. Nails are in- 
cluded, along with application instructions. 


Bruce Remodeling Kit 


A new prefinished strip flooring 
package specifically desiged for the re- 
modeling market was introduced last 
week at the NRLDA Exposition by the 
E. L. Bruce Co. Known as the Bruce 
Crestwood the nested carton contains 
enough 3%” x 2” prefinished flooring to 
cover 25 square feet of floor area. The 
carton also contains enough nails of 
the right type to apply the flooring. 

The cartons are 8’2” long and have 
protected ends to prevent damage 
when the flooring is carried into the 
home. Weighing only 34 pounds, it can 
easily be carried by one man. The car- 
ton itself carries selling copy and may 
be used for showroom display. Com- 
plete installation instructions are in- 
cluded. 


Power Tool Sales 


After a slow first half the sales of 
power tools are climbing according to 
manufacturers interviewed at the Na- 
tional Hardware Show in New York 
City. Delta says sales will be 3% to 
5% ahead of last year. Other fore- 
casts: Black & Decker, 4%; Skil, 10%; 
Stanley, 15°. Several companies 
boosted prices 3°% to 6% at mid-year 
and there was some comment that fur- 
ther price increases might come after 
Christmas. 

Feelings were mixed on the possi- 
bility of a 30-hour week and its im- 
pact on stimulating more power tool 
sales. Sales might increase, it was said, 
but shorter hours would add to the 
cost of tools produced. Foreign im- 
ports then might grab more power 
tool sales. 


Built-ins for ‘58 


Because built-in appliances are mak- 
ing steady gains in the market place 
over sales of free-standing models, 
General Electric is increasing the 
number of built-in units for 1958, while 
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the number of free-standing models re- 
main the same as in the 1957 line. 

This follows the announced lumber 
dealer sales program jointly sponsored 
by Hotpoint and United States Ply- 
wood, described in October 28 issue of 
American Lumberman, which recog- 
nizes increasing importance of the 
lumber and building product retailer in 
kitchen equipment distribution. 


Window Standards 


Fifteen window manufacturer and 
window association members of the 
Producers Council are now making 
studies to reduce the number of widths 
and heights in windows. The producers 
are also investigating 16” o.c. stud 
replacement adjacent to windows and 
4” modular openings. Results of the 
studies will be published as a guide 
for further work. 


Electronic Ranges Less 


Prices of electronic ranges will be 
cut in half by 1965, according to David 
Hull, vice president of Raytheon Mfg. 
Co. The speedy cooking units now re- 
tail for about $1,200. Hull predicted 
annual sales of the electronic units 
would reach 250,000 by 1965. 


LUMBER MARKETS 


TACOMA—Little change has been 
evident in the lumber market here 
in the last fortnight. Demand is hold- 
ing fairly steady, but still is below 
the usual level for this season of the 
year. Prices seem to be pretty much 
unchanged. Start of the wet weather 
season has materially reduced the for- 
est fire hazard and woods production 
now is pretty much on a normal basis. 


SEATTLE—The market as a whole 
is holding but the soft trend which 
began last April still dominates sales. 
Buyers order continuously with an eye 
directed towards winter needs. It ap- 
pears the bulk of the small volume of 
business comes from midwest yards. 
Transits total a low volume. Plywood 
is very weak. In the fir market green 
fir dimension has been up and down $1. 
Studs are weak. Uppers in both fir 
and hemlock are steady. Shingles are 
steady. Red cedar siding is probably 
the most firm of the various lumber 
lists. Pines and spruce have flurries of 
strength but for the most part are 
weak. Pine boards are up a little, 1x12 
is stronger in all grades. Low grade 
lumber is hard to sell. 


SAN FRANCISCO—Lack of fir pro- 
duction rather than demand appears 
to be strengthening the northern Cali- 
fornia lumber market where fir studs 
have gone up $6 to $8 in the last week. 
Demand is strongest in the Los An- 
geles area and northern California in- 
dustry spokesmen are hoping that 
“some of the prosperity in the south- 
ern part of the state may rub off on 
us.” 

In the San Francisco area fir 2x4’s, 


standard and better and random 
lengths are in good asortments bring- 
ing $79 to $82. Sun dried pine mills are 
definitely out of season and kiln dried 
mills are operating only one shift so 
supply alone is short enough to 
strengthen this aspect of the market. 
Pine comon 1x12, #2 and better is 
bringing $125.50, delivered in the San 
Francisco Bay Area. The same lengths 
in #3 common brings $85; #4, $63 and 
#5 $46. 

Lumber surplus in Los Angeles ap- 
pears to have slowed future buying 
and mills dealing in mixed car rail 
shipments are doing well. The redwood 
market in northern California remains 
completely stable with no change in 
prices and little change in either 
supply or demand. 


KANSAS CITY — Demand for yel- 
low pine held up well in the southwest 
in recent weeks. Despite recent price 
cuts from competitive woods from the 
west coast area, mills report that buy- 
ers were showing preference for the 
district’s production because of the 
better delivery situation that exists. 


A short supply of dimension is re- 
ported. All 2” dimension is in better 
demand than inch stock. All common 
lumber is moving out to the trade as 
fast as it dries. There is not much kiln- 
dry lumber available. 


Prices on No. 2 boards, 1 x 6 are 
bringing $82 for kiln-dry and $84 for 
1 x 8’s, with air-dry running $1 to $2 
au thousand less. On dimension, 2 x 4’s 
and 2 x 6’s in 10 to 12 foot lengths 
bring $85 and the longer lengths sell 
at $90. The 2 x 8’s, in all lengths, 
command $88. 


BALTIMORE — Business in the 
softwood fields generally has been 
reported as “spotty,” and competition 
remains keen for such business as can 
be obtained. Both the southern pine 
and fir markets still are quite slow; 
but indications are that they at least 
are holding their own. Pricewise, there 
has been an over-all boost of about $1 
per M all along the line within the 
past several weeks. Transit cars are 
inactive, although some few are re- 
ported looking for buyers. This type 
of sale seems very hard to make these 
days, however. 


Hardwoods also are very quiet; and 
although the improvement in _ this 
market in September had led to hopes 
that this business at last had turned 
a sharp corner and would swing up- 
ward; these hopes have been side- 
tracked for the time being at least. 


Apparently the retailers are profit- 
ing from the situation. Despite the 
slow business, the mills are holding 
pretty closely to their prices, but the 
local dealers, in order to get any 
and all possible business are taking a 
smaller markup than usual. One 
dealer remarked that “Probably some 
retailers are not making any profit at 
all on many of the sales they are mak- 
ing now.” 
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Tie in with this project that helps you sell more 


A whole new market for latex paints is 
Dow 


home decorating project that’s being adver- 
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headed your way—thanks to a new 
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tised and promoted to homemaking teachers 


and their classes across the nation. 


The idea is for students to redecorate their 
own rooms at home. And we're supplying 
the teachers with a complete kit of teaching aids for every 
step of the project. Our new sound-slide film in full color, 
“Saturday Afternoon at Sally’s” will tell the whole story to 


their classes. It’s a lively film and sure to inspire them. 
THERE’S A LEADING ROLE FOR YOU IN THIS PROJECT! We have 
all of the information and tie-in material ready for you. 
You'll see how easily you can take part . . . how easily you 
can create a lasting new market for your latex paints. 

Be ready for this project in your community. Drop a line 
today to THE DOW CHEMICAL 

company, Midland, Michigan, 

Plastics Sales 
1S10F. 


Department 


YOU CAN DEPEND ON 
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AIM’ for 





best handling, 
protectio 
Storage 


Apply Acme Steel unitizing, packaging and car 
bracing Ideas to your lumber industry operations. 
Get the best Ideas for safe secure packages and 
shipments that result in greater handling speed 
and labor-material economies as well as impor- 
tant savings and increased customer satisfaction. 
Your Acme Idea Man can be your source of the 
best Ideas, and he’s located near your plant. 





ACME STEEL STRAPPING braces carloads of quality plywood 
STEEL for damage-free shipment. (/dea No. U1-14) 





Your Acme Idea Man is thoroughly experienced 
in product protection for all phases of the lumber 
industry. He is immediately available to discuss 
your specific problems and provide hundreds of 
performance-proved Acme Steel Strapping Ideas, 
without cost or obligation. The seven Ideas on 
these pages are included among the Ideas-In- 
Action Reports your Acme Idea Man will be glad 
to show you. Among these many Reports—all of 
which have been developed from actual experi- 
ences of scores of users—are certain to be Ideas 
that can be applied to your problems, for better, 
faster, more economical product handling, protec- 
tion and storage. 


ACME STEEL STRAPPING bundles railroad ties for efficient 
STEEL | handling at wood treating plant. (Idea No. U6-25) 










Your *Aacme Idea Man can be contacted at the near- 
est Acme Steel Company office. Simply look under 
“Steel Strapping” in your classified telephone 
directory, or send the coupon for full facts and 
information. 


23] STEEL STRAPPING 


STEEL STRAPPING secures truck shipments of lumber 
for job-site delivery. (/dea No. U5-2) 
















ACME] Steet STRAPPING packages lumber for faster, more 
STEEL economical handling and storage. (/dea No. S3-31) 





ACME STEEL STRAPPING unitizes laminated rafters for safe, 


STEEL efficient delivery. (Idea No. U6-24) 


> IDEA BOOKS 


These three information packed Acme Steel Idea Books are 
available to you on request. They will provide dozens of clues to 
better ways to package and protect your products and plant output. 


AIM 


Write today for your choice of the above three Acme Steel Idea Books, 
Merely indicate the books you want on the coupon at the right and mail, Your 
request will be filled promptly, with no obligation, 





ACME] STEEL STRAPPING machine bundles millwork in secure 
STEEL packages for fast handling. (/dea No. $2-7) 





ACME STEEL STRAPPING reinforces packages of interio 
STEEL doors for export shipment. (/dea No. U7-1) 





Acme Steel Products Division 
ACME STEEL COMPANY, Dept. ABU-117 
Chicago 27, illinois 


Please serd me the new Acme Stee! Idea Books | have checked 
below: 


(0 Steel Strapping Catalog 0 Unitizing Catalog 
( Packaged Lumber and interlace Load Securement 
(0 Have an Acme idea Man call. 


I anidcspitlomgacenies 
icine 

Compaeny___ 

Address _ 

City Le = Te 
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EVERYTHING HINGES ON HACER /.” 


C. Hager & Sons Hinge Mfg. Co. * 139 Victor Street * St. Louis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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GER-PAK -- THE SHORT WAY TO SAY SUPERIOR POLYETHYLENE FILM 











Whatever your customer needs — from 10 inch wide flashing ‘way up to 40 foot 
widths — supply him quickly and easily with Ger-Pak! Lightweight yet tough, Ger-Pak 
is easier to work with, has lots more on-the-job versatility than tarpaulins or other 
covering material. Builders, carpenters and handymen can find hundreds of different 
ways to use both clear and black Ger-Pak through your suggestion-selling and 
informative displays. 


What’s more, Ger-Pak comes to you in space-saving packages — even the 40 foot 
width rolls come in easy-to-handle 10 foot packages! 
Get in touch with your Ger-Pak distributor today and cash in on real volume! Designed 


For moisture-vapor protection — under slabs, foundations, side walls, ceilings, in To Meet FHA 
crawl spaces. : 

For general uses — as painting drop cloths, paint can covers, protection for tools WikathlMululss 
and other equipment. Special white Ger-Pak available for concrete curing. 


FREE DISPLAY AND SALES AIDS — Counter display shows all sizes, weights and uses at a glance. 
Others include ad mats, stuffers, wall streamers, printed swatches and other material. 


Virgin Polyethylene Film 
GERING PRODUCTS INC., Kenilworth, New Jersey 
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LET WELDWOOD’S 9-POINT PROGRAM 
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You make your sales efforts more productive 


® Sales-tested merchandising plans 


®@ Sales training for your salesmen 


@ Prompt delivery from nearby Weldwood warehouses 


Point after point, the Weldwood program 
stacks up as the soundest way we know to 
boost your turnover and profits. It all centers 
around the Weldwood Department idea. Here, 
in one concentrated area of your salesroom, 
you can develop a complete ‘‘home planning”’ 
center where each item helps merchandise 
the others. Weldwood follows through, too— 








You sell this quality team of high-markup 


LDWOOD PANELING 


1, WELDWOOD PANELING. Focal point of a sales-building Weldwood Department, the Weldwood Panel Parade displays over 70 types and finishes o 
Weldwood Paneling. Helps your homeowner, builder, and architect customers see how the low-maintenance beauty of, Weldwood Paneling will enhance the look 
and value of their homes. Dealers all over the country report tremendous increases in paneling sales—and profits—after installing the Weldwood Panel Parad 


| 

























@ Pre-tested point-of-sale displays 


@ Nationally advertised products 


helps you plan your displays, gives you radi¢ 
and TV commercials and newspaper mat 
helps you stage home improvement clinic: 
with films, helps train your salesmen, anq 
backs up your efforts with an extensiv 
national advertising campaign. 


01 
Just as important, you don’t have to worr D 
about lost sales due to “‘out-of-stock’’ prob at 
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BPAVE YOUR WAY TO SOLID PROFITS 


UDR Weldwood Products of proven demand 
1 ae 





oe 






oe ; e Rae 

2. WELDWOOD STRUCTURAL MATERIALS. Fir Plywood, Novoply®, 3, WELDWOOD ADHESIVES. 4 fast-selling glues cover 95% of your market. 
Duraply”, Doors, and Hardboard (standard, tempered, and specialty Two new Weldwood Adhesive Centers (counter and floor models) step up 

types) in every grade and size. Everything your builder customers need, your turnover, save valuable shelf space, stock a balanced assortment that ends 

Weldwood delivers —fast! costly duplication. 





P WELDWOOD 


FLEXIBLE WOOO-TRIM 





il. 


5, WELDWOOD WOOD FINISHES. Firzite, Clear and White, and Satinlac” - 





4, WELDWOOD FLEXIBLE WOOD-TRIM’. Real wood veneers in handy 


rolls for covering exposed wood edges. Dozens of woodworking uses just 2 products that do the work of dozens of stains and finishes! Now you 
mean there's a big market among your do-it-yourself, cabinet shop, and can cut bulky inventories, offer the way to beautiful wood finishes, simplify 
builder customers. your selling job 
s . s a 
VG with this comprehensive selling program 
\_ Weldwood 
lems. Your nearby Weldwood warehouse is W | ; . 
your assurance of quick delivery—acts as a e woo 
supplement to your own stocks, reduces your FOR WOOD PANELING, HARDBOARD, 
capital requirements. And just think what DOORS, ADHESIVES, WOOD FINISHES 
di a saving this single-source operation means to "er eaaeaibiale aba é= 1 ioc pak i arts separ ate 
{ . . e 
1" z your ordering and bookkeeping! 7 United States Plywood Corporation : 
1a . . th Street, New York 36, N. Y. ‘ 
ae Dealers from coast to coast have found it ee er aay ee orae 
: . . , . . nd me inf ion on how! Weldw D rt- 
MCHE pays to stick with Weldwood—the line with | _ Pisce *enduetnfornaloton itive tree towmg for my solewmen, | 
and ° e 
: variety, new products, and new ideas. Ask | P | 
SIV es aha ; felis cescsceccesesecceescnss 
your Weldwood representative for full details l | 
E: ¥ Company. 
on how you can set up a profitable Weldwood Pr : 
_ : ipisaseparnugraanah 
b Department in your yard. Or mail the : we insane 
a . . cose State 


coupon today. BLT emcin, ussihiatitaatatinarnsonntansinaiall 


BUILDING PRODUCTS MERCHANDISER Circle No. 8 on Coupon, page !2< 19 














Old saw for do-it-yourselfers: 


LOOK FOR PRODUCTS 


The man who spends his leisure time fixing up 
his home isn’t the man who does things half 
way. He wants the very best tools and equip- 
ment to help him do a job he can be proud of. 

That’s why do-it-yourselfers respond when 
they see Advertised-in-LIFE symbols in your 
store. It reminds them of the brand names they 
read about in LIFE... and assures them of 
reliable products. 


LIFE is read by 12 million households every week. 


LIFE 


See for yourself. Feature LIFE-advertised 
brands and watch your customers respond to 
the magazine that is bought by more people 
weekly than any other magazine. 

Write LIFE, Building Products Merchan- 
dising, 9 Rockefeller Plaza, New York 20, 
N. Y., to learn how you can tie in with the 
selling power of ‘Advertised-in-LIFE” at the 
point of sale in your store. 


people respond to LIFE 
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P ADVERTISED IN| IN 


GATEWAY TO 


Trade Show and 
Convention for: 


@ HOME IMPROVEMENT & 
MODERNIZATION DEAL- 
ERS & CONTRACTORS 


@ LUMBER DEALERS 


@ BUILDING SUPPLY 
& EQUIPMENT DEALERS 


@ BUILDING SPECIALTY 
DEALERS 


MR. MANUFACTURER! 


Send for exhibitor brochure 
and floor plan showing 
space still available. 


HOME IMPROVEMENT 
PRODUCTS SHOW 


Executive offices: 
331 Madison Avenue 
New York 17, N. Y. 
MUrray Hill 2-4802 


BUILDING PRODUCTS MERCHANDISER 


A #10-BILLION .MARKET! 


ou are cordia 1 sayited t tte 
lly Oo a wt 
Y 


al 
the _— ann 


NT 
e IMP w 
HomopucTs — 


a 
Hot Sherman _¢ hicago 
‘Lote 
Ffanuary oT 


28- soth, 1958 


GO HIPShow! 


1958 HIPShow you'll see the fastest-growing products in the 
$10,000,000,000.00 home improvement and modernization industry. See, 
examine, compare new lines, new items to expand or improve your business. 
Get new ideas from 175 exhibits in 262 booths. Attend important Convention 


In the 


Seminars. Celebrate your biggest year at the Annual Banquet. . . and bring 


your lady for the Women’s Program! 
MAIL FREE REGISTRATION COUPON NOW! No further regis- 
tration necessary if you fill in and mail coupon below now. Badge 
will be mailed to you. 


HIPShow, Suite 1103 - 331 Madison Avenue, New York 17. 
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Please check below if you wish us to make hotel reservations for you. 
PLEASE PRINT 


| NAME ___._ TITLE or POSITION_ 


FIRM_ 
ADDRESS_ : ; 
| CITY. - eee) ek yg 
TYPE OF BUSINESS : a ne 
i I : ae o 


PLEASE CHECK BOXES APPLICABLE TO YOUR BUSINESS 
O “KD” Operator C] Manufacturer (Own Dies) 
(0 Fabricator (Lineal) C) Other_. 
C) Please send us hotel reservation blanks AL 2 




















C) Retai! only 
() Distributor (Wholesale only) 


Ls] 
— 
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Everybody’s talking about 


Home owners, builders, and lumber dealers are quick to explain just why Armstrong Tex- 


tured Cushiontone is the most talked-about ceiling on the market today. 

Home owners are enthusiastic about Textured Cushiontone because it’s a low-cost ceil- 
ing that Sound Conditions as it decorates. Its luxurious textured design adds a touch of ele- 
gance to contemporary or traditional tastes in home furnishings and design. And its dis- 
tinctive appearance makes it especially appropriate for use in living and dining areas. 

Builders are excited about the merchandising opportunities that Textured Cushiontone 
presents. Prospects are constantly looking for something new in a home. Textured beauty, 
plus the modern comfort of sound conditioning, gives it to them. 

Lumber dealers welcome Textured Cushiontone because it gives them more profit than 

















extured Cushiontone 


in new Textured Cushiontone and the entire line of 


any other ceiling on the market today. Dealers are 
selling Textured Cushiontone for 28¢ and report 
margins of 9.4¢ to 12.4¢ per square foot. 

For the complete story on the profit opportunities Company, 4211 Rieker Avenue, Lancaster, Penna. 


new Armstrong Ceilings, call your Armstrong or 
wholesaler representative or write Armstrong Cork 


Armstrong Ceilings are advertised regularly on Armstrong Circle Theatre (alternate Wednesdays, CBS-TV ). 


- 


Aymstrong CEILINGS 


Textured Cushiontone® Full Random Cushiontone 


Decorator Temlok® Tile (Tweed, Diamond, and Starlite) 





2 Ways to Extra Profits! 


N : VAM AR -: .« the prefinished 
surfacing material 


NEVAMAR is a tough, non-porous high-pressure 
laminate that comes to you in sheets 14¢-inch thick in 
sizes up to 4 x 10 ft. It is ready for bonding to 
tables, counters, desks, cabinets and dozens of in- 
terior surfaces. In a wide variety of attractive 
patterns and colors, including rich wood-grains, it 
creates a surface than never needs refinishing and 
cleans with a whisk of a damp cloth. 


This is a prefinished dry-wall surfacing material, 
5/30-inch thick, that forms a sturdy, rigid wall panel. 
Does not require plywood backing. Can be installed 
directly to furring or studding . . . even goes on old 
plastered walls. Can be sawed, planed or drilled... 
goes on in a jiffy. Never needs painting. Builds 
enduring beauty into any interior. In a variety of 
colors and patterns, plus natural wood-grains, 








DEALERS: Write today and get 
all the facts you need about NEVAMAR 


Write today and we'll furnish all the information you need to establish yourself as a 
NEVAMAR dealer. Here is a source of extra sales and profits well worth investigating. 


> won't craze, crack or 


NEVAMAR DIVISION: peel in normal use 
> not affected by alcohol, 


"9.7% NATIONAL Ze Rect Coeaony Ba 


Saran and Nylon Filaments —Nevamar High-Pressure Laminates — Wynene Extruded and Molded sant 
ODENTON. MD. @ NEW YORK, N.Y. @ LOS ANGELES, CALIF. © MIAMI, FLA. @ PORTLAND, ORE 


Charlotte, N. C.. 5640 Wedgewood Dr . Memphis, Tenn.: 1008 N. Watkins > Indianapolis, Ind.: 6479 River View Dr. NEVAMAR conforms to 
Chicago, I11.: 4900 W. Madison St NEMA specifications 
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REDWOOD INFORMATION |; 
CHART °3 


Seadard Railing Proctice 


REDWOOD FACT: 
Many architects prefer that red- 
wood be allowed to weather 
without the application of any 
finish treatment. Numerous red- 
wood buildings which have never 
had a finish application are in 
excellent condition after 100 
years of exposure, 


bears this brand. 


bear the finest redwood 


SIMPSON REDWOOD COMPANY 


ARCATA, CALIFORNIA—Sales Office, 235 Montgomery St., San Francisco. Regional Offices: 
Atlanta, Chicago, Cleveland, Dallas, Kansas City, Los Angeles, Minneapolis, New York—Mills 


at Arcata, Eureka, Klamath, Korbel, California. 


BUILDING PRODUCTS MERCHANDISER 


Member California Redwood Association 


free! 


redwood 
information 


chart *3 


“STANDARD NAILING PRACTICE” 


@ Just off the press... this chart illus- 
trates all of the common redwood patterns 
and shows how they should be nailed. Also 
a list of nail characteristics, with types, 
sizes and number per pound. Redwood 
Information Chart #3, “Standard Nailing 
Practice,” is a handy reference wall chart, 
size 814” x 22”, printed on heavy card 
stock. It is offered by the Simpson Red- 
wood Company to help you sell more red- 
wood, one of your most profitable sales 
items. For your free information chart, 
just fill out the coupon and mail. 


Watch for Simpson full-page, full-color 
ads in the Saturday Evening Post. 


Simpson Redwood Company 
235 Montgomery Street, Room 3108 
San Francisco, California 
Redwood Information Chart #3 


“Standard Nailing Practice” 
r a p Redwood Information Chart #2 
“Standard Redwood Patterns” 
NAME 
FIRM NAME 
ADDRESS 


CITY ZONE SIATE 


Please Print 
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You have less to 
to sell...with 


RUGGED PANELS of Insulite Roof Deck are 2’ x 8’, in 1%, 2 and 3-inch thicknesses (2 and 3-inch available with vapor 
barrier). Beautifully finished ceiling side needs no plastering, painting, staining or waxing. Photo at right shows typical interior, 


INSULITE 


sells easy...sells fast...stays sold 


ppuewure, Made of hardy Northern wood 


Insulite Division of Minnesota and Ontario Paper Company, Minneapolis 2, Minnesota 





handle ...more 
nsulite Roof Deck 


Your sale of roof and ceiling materials on 1400 ft. 
home with Insulite Roof Deck... about $645. 


Have you figured out what the big swing to open 
beam ceiling homes can mean toyou in larger average 
sales, in 1957? 

At national average retail prices, roof-and-ceiling 
material sales on popular size homes built with 
Insulite Roof Deck amount to $600 to $700. And 
this is business the lumber dealer gets for sure .. . 
because Insulite Roof Deck is decking, insulation 
and finished ceiling all in one. On a Roof Deck job, 





you can’t lose the insulation business. 

Also, Insulite Roof Deck jobs mean fewer items 
for you to handle; less space and money tied up in 
inventory. And often your deliveries are reduced as 
much as one full truckload. 

Talk to your builders now about smart new open 
beam homes built with Insulite Roof Deck. For 
special information, write us—Insulite, Minneapo- 
lis 2, Minnesota. 

















SALES TIP: TELL CUSTOMERS IT’S 


Bh AREPROOF CAPBUARD 


Here’s a new siding with the sales appeal of long, 
narrow clapboard — that can’t burn, rot or be eaten 
by termites! Ruberoid Autoclaved Clapboard com- 
bines rich new lasting colors— protected from dirt and 
weather by Ruberoid’s exclusive Duroc® finish—with 
the lasting quality of stone itself. For extra sales and 
profit, tell buyers there’s virtually no maintenance, 
nothing to wear out, with Ruberoid Autoclaved Clap- 
board. Start boosting your siding sales now! 








SPECIFICATIONS: 
Av. Approx. Wt./Sq......195 Ibs 


Pieces /Sq 
Bundies/Sq 


8 /,''x48" 
R U 34 E sXe) | D Exposure 74 “ete 
Headlap 


AUTOCLAVE UY, APEUARD ey ee =| 


ASPHALT AND ASBESTOS BUILDING MATERIALS 


Ask the man from Ruberoid about the new Autoclaved Clapboard today! 
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&. 3. Grimm, President of Grimm Lum- 


ber, Inc. 


RAPID CUSTOMER SERVICE is made possible by the National Class “‘2000.” 


“Our ational Cash Register System 
saves us'3,000 a year... 


pays for itself every 12 months.” —crimm Lumber, Inc., Evansville, Ind. 


‘*We have completely modernized our 
entire accounting procedure—from 
sales to payroll—with a National 
System,” writes E. J. Grimm, presi- 
dent of Grimm Lumber, Inc. ‘‘Previ- 
ously, daily records were difficult to 
maintain, but now our Nationals keep 
sales and payroll up to date and 
progressively save us money! 

“In addition to retail lumber sales, 
we operate four other corporations. 
Our National System handles all 
records for these corporations ca- 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


pably, swiftly, and efficiently. Our 
Nationals eliminate overtime, estab- 
lish money control, reduce human 
error, and free our executives from 
detail work. 

“We estimate that in payroll sav- 
ings alone our National System saves 
us $3,500 a year... pays for itself 
every 12 months.” 


Earle Ds tu¢ a c 


President of Grimm Lumber, Inc. 


989 OFFICES IN 94 COUNTRIES 


BUILDING PRODUCTS MERCHANDISER 


Your lumber company, too, can enjoy the 
increased efficiency and economy made pos- 
sible by a National System. Nationals pay 
for themselves quickly through savings, then 
continue to return a regular yearly profit. 
For complete information, call your nearby 
National representative today. 

He’s listed in the yellow pages ¢TT™ 
of your phone book. oe 


*TRADE MARK REG. U. S. PAT. OFF, 


National 
CASH REGISTERS « ADDING MACHINES 


ACCOUNTING MACHINES 
wer paper (No Carson Reauinep) 
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Save over 50% in storage space 


. . While your profits multiply from sales of 


L-O-F Glass Fibers’ new Therme-Sensivive Home Insulation 


Four compressed rolls pack up to 400 sq. ft. of 
insulation into one easy-to-handle 20-lb. bag 


You collect a double dividend from L-O-F Glass Fibers’ new 
Thermo-Sensitive Home Insulation: 


Slice your overhead costs——Compressed rolls save you 
dollars on storage space and handling! Each bag takes less 
space in warehouse or trucks ...and only 3 to 6 bags 
cover an average ceiling. Packages are easier to load, handle 
and store in “‘hard-to-reach”’ warehouse lofts. 








Build new sales volume—This new kind of insulation sells 
itself to builders and contractors with these features: 
@ Thermo-Sensitive—responds more quickly to thermo- 
static control. 


@ Reflective vapor barrier—provides high resistance to 
moisture travel, adds to insulation efficiency. 














L:O-F Glass Fibers’ Thermo-Sensitive Home Insula- 
tion does not soak up heat, responds 5 to 10 times @ Fast, easy one-man installation—resilient blanket 
faster to temperature changes. Helps homes cool holds itself in place while handy tabs are stapled; 
off faster in summer... cost less to heat in winter. retains snug fit to minimize heat leakage. 
Stock up now on L:O:F Glass Fibers’ new Home Insulation. 
It’s available in standard widths and three thicknesses, and 
your nearby distributor gives fast delivery. For his name, 
write: L:O:F Glass Fibers Company, Department 58-117, 
1810 Madison Avenue, Toledo 1, Ohio. 


L-O-F GLASS FIBERS COMPANY TOLEDO 1, GHG 
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This one’s hot: 
a door to cool profits! 





LUPTON WEATHER-TIGHT 
ALUMINUM SLIDING DOORS 


When you display handsome, low-cost 
Lupton Aluminum Sliding Doors, you 
kindle excitement in both remodeling 
and new-home prospects. 


Let your customers see a Lupton Sliding 
Door set up on your floor. . . slide the 
' smooth-running, rattle-free panel... 
| and watch eyes light up. Quality is easy 
| to see and feel in the Lupton Sliding 
Door. Two-, three-, and four-panel styles 
available in stock sizes with over-all 
widths from six to twenty feet. Weather- 
tight construction, precise leveling 
adjustment, choice of smart aluminum 
Ct || or Lucite pull-handle, low-sloped thresh- 
Pi ' old—all these features, and more, help 
‘© | sell Lupton Sliding Doors to your 
customers. 


DON’T WAIT—get a Lupton Sliding Door 
for your showroom now, and see the 
flurry it produces. For complete infor- 
mation call your Lupton representative 
| or distributor listed in the Yellow Pages 
t © | under ‘Windows and Sash — Metal.” 

















METAL WINDOWS - SLIDING DOORS | ae 
MICHAEL .FLYNN MANUFACTURING CO. | ; | leh 


ffice and Plant: 70 E. Godfrey A ¢ 


144 + cy b « : 1 : t 
mit ? ¢ jan: Calg 


r fict tor F aavclanetatatet | < 
nd adiclen. principal citie Here's how the panels slide on three- and four-panel styles 
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THIS WINTER ~ of ...WHEN YOU SELL 
EVERY HOUSE IN TOWN \ STERLING HALITE 
HAS FOUR POTENTIAL | MELTING CRYSTALS! 

SOURCES OF PROFIT 
FOR YOU! 





HALITE metts 
HARD-PACKED 
SNOW AND ICE 





(4) EVERY CUSTOMER 
NEEDS A BAG OF HALITE 
IN THE CAR...IT GIVES 
INSTANT TRACTION ON 
SNOW AND ICE! 


THE PROFIT PER BAG 
OF HALITE is 

HIGHER THAN FOR 

MOST OTHER ITEMS 


BEST OF ALL, 
THE WHOLE 
GANG OF US WILL 


se. HALITE 
FOR YOU! LOOK 


yessiREE! HALITE’S 
QUICKER, AND IT SAVES 
YOUR TICKER! 


- 


IT’S A FACT: Every customer you have needs Sterling Halite Melting Crystals 

when there’s ice and snow on the ground: For driveways, walks, steps, and a bag XQ 

in the car for emergencies. And this winter, all your customers will know about 

Halite. A big newspaper cartoon campaign is going to tell them how Halite saves 

work ... saves time . . . prevents accidents . . . and how little it costs. This is 

advertising your customers will see, read, and remember. It will bring them into 

your store for bag after bag of Sterling Halite. So order now: Halite comes in 

10-lb. bags (6 to a bale), and 25- and 100-lb. bags. Check your wholesaler or ware- Moree 
house today. P.S. This winter, use Halite yourself—to keep your sidewalks and apy ! 
driveway clear and safe! 


STERLING HALITE® mectine crystAts 
Product of International Salt Co., Inc. 
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Only a real star can pass this kind of “screen” test 


and that star is USS CYCLONE 
FIBERGLAS SCREENING! 





Fiberglas is coated 
with sinewy vinyl. 
It is bonded at 
each intersection 
of the weave. 


MAGNIFIED 4 times larger than actual size. 


if ae These two famous names USS CYCLONE SCREENING 
HE REASON WHY more and more homemakers are insisting pony A nats ; gh bn dn 
upon FIBERGLAS for their window screens and screen doors is that Screeni and Galvanized. 
they’ve found a real “‘star” in this material. It has undergone the 
most rigorous tests that can be imposed on a product—and USS 
CYCLONE FIBERGLAS SCREENING has passed them with flying 


colors. we ce CYCLONE 


What is F1BERGLAS Screening? It is not a plastic. It is made 


from pure glass fibers—coated with vinyl—woven and bonded. SCREENING 


Hundreds of glass fibers are combined in each strand. 


® It is bonded, or fused, at each intersection It reduces glare, won't stretch or shrink, 
of the weave. won't stain, never needs painting, re- 
© It has superior burst strength, as proved by sists seashore climates, heat, moisture Fi BERGLAS, 


tests conducted ding to pr and industrial fumes. 
outlined in Federal Specifications L-S-137. 


But these are only a few of its many advantages which offer 
you exceptional opportunities for more sales and profits. For the 
complete story on USS CyYcLone FIBERGLAS SCREENING, just 


fill in and return the convenient coupon. Write for our free descriptive literature today 
Se aa ee ee 





CYCLONE FENCE DEPARTMENT e@ AMERICAN STEEL & WIRE DIVISION, 
UNITED STATES STEEL CORPORATION 


Waukegan, Illinois * Sales Offices Coast-to-Coast * Pacific Coast Headquarters, Oakland, California 
United States Steel Export Company, New York 


USS Cyclone © 
FIBERGLAS’ Screening | =~ 


Ds cs ce nt ot mo ne a 


Cyclone Fence, Dept. GG-117, Waukegan, III. j 
Please send me complete information | 
on USS CYc.ione FIBERGLAS SCREENING. 
Alsoon (C Aluminum Screening ) 
©) Bronze Screening | 
0) Galvanized Screening , 


UN TTEO STATES STEEL 


BUILDING PRODUCTS MERCHANDISER Circle No. 17 on Coupon, page 122 





Rt apa 
, FOLD-ASIDE RABRWARE 





EPMO es AMER in BES a Ms 














@ Fits any opening up to 8’ 0” wide 


@ Pivots and nylon guide wheels 
easily installed, completely concealed 
from either side of doors 


@ Concealed adjustable aligner keeps doors 
tightly closed, floor area clear 


@ Doors easily adjusted horizontally and 
vertically after hanging 


@ Doors operate smoothly and quietly 
on spring-loaded pivots, 
permit full access to openings 


FREE BROCHURE has all the facts... plus 
installation details and ordering information. 
Tells you how Acme Concealed hardware 
makes possible the use of folding doors 
anywhere in the house. 





Ask your jobber or 
write today to: 


ACME APPLIANCE MANUFACTURING CO. 


ACME BUILDERS HARDWARE DIVISION 
200 East Railroad Avenue, Monrovia, California 
© Acme Appliance Mfg. Co., 1957 
Circle No. 18 on Coupon, page 122 
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Rack Boosts Metai 
Molding Sales 700% 


A neat metal rack costing about $40 has enabled 
Foxworth-Galbraith Lumber Co., Paris, Tex., to keep 
its metal molding inventory in the store rather than in 
the warehouse. This has increased sales of this item 
by 700% in one year, according to manager Henry Ellis. 


The rack is made of pipe with steel rod arms. The 
feet are covered with rubber tips to avoid floor mar- 
ring. It is long enough to carry full-length pieces, has 
enough arms to hold pieces as short as 3’ 





Uniforms Identify Employes 


The four Freckleton sons and their father, S. L. 
Freckleton, of the Bannock Lumber Co., Pocatello, 
Idaho, find real sales benefits come from having all 
yard personnel dressed in standard sports-type slacks 
and shirt with the firm name and emblem embroidered 
on the shirts. 

The charcoal slacks and light green shirts were pur- 
chased through a local clothing merchant, for obvious 
reasons of keeping trade on a local basis. Each man has 
four slacks and four shirts. The dry cleaner picks up 
soiled garments at the yard twice each week. 

The company emblem was designed by Ned Freckle 
ton. It is a red embroidered house outlined in black, 
with the firm’s name centered in the emblem area. The 
trousers cost $10 each; the shirts cost $3 each 
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Why ‘a builder insists on n $PIB Southern Pine 


for his own home 














Ernest B. Norman, Jr., of Aurora Gardens, award-winning New O1 
leans community, savs: “Nothing is more important than the framing 
the actual ‘bone structure’ that holds a pe together. That's why | 
use SPIB Southern Pine. eee ty reat ills 


dry.” Dry, fully seasoned ers Pine a stron st structural 


lumber vou_can_use, Homes built with eel foams Pine have 
stood straight and true for centuries. Ask vour lumber dealer. 


, 


- ple 


SS Buildwith an eye to the future -insist on SPB 




















Paneling of solid SPIB Southern Pine 
provides luxurious warmth and rich 
texture interest in Mr. Norman’s den 
\nd you can trust this paneling to 
stay beautiful. Many Colonial homes, 
showplaces today, feature the mellow 
charm of Southern Pine paneling. 


pies pe eT TT 


_ SPI No2@5r FOR FREE BQOKLET WRIE: SOUTHERN PINI 
j » 


. NEW ORLEAD 














yes indeed... 


were always ready 
with a good | supply 
of Trinity White 









The use of Trinity White Cement is a constantly 
expanding source of sales for material dealers. 





It is the whitest white cement... whitest in the 






bag... whitest in the mix . . . whitest in the 





completed job. Sell Trinity White for architec- 





THE WHITEST — tural concrete units; stucco; terrazzo; cement 






paints; and to homeowners for white concrete 





WHITE CEMENT: 
a around the home. For information write Trinity 


i 4 White Cement, 111 W. Monroe St., Chicago. 














Ay ra .. 7 T 
» 
UNI 
a cet iaeelinicaiiel 
t 
I 
I 
TRINITy whine 
I 
as white | os snow 
plain or waterproofed 
i al % | 
© product of GENERAL PORTLAND CEMENT CO. | DEALERS! 
| Send for your copy of this new 
CHICAGO + DALLAS +© CHATTANOOGA + TAMPA + LOS ANGELES I popular booklet for consumers. 
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SISALATION 


becomes real Profit- Maker 
as aluminum foil popularity 
grows, Say dealers. 


Why not reap the benefits of the current promotion of aluminum 
foil by pushing Sisalation Foil-type to your customers. Remember 
it has extra advantages for your customers, because it combines 
aluminum foil with tear-proof Sisalkraft. 

Here’s a quality reflective insulation and vapor barrier for side- 
walls, ceilings and floors. Ideal too for attics, basements and 
garages. 

Your sales story? Sisalation is extremely low in cost. It’s easiest 
to apply because it’s tough. Helps prevent condensation damage 

saves fuel bills. A good name behind it, too! 

Available in 36” and 48” widths — specify Foil-type or regular. 
Write for free samples, stuffers and other sales aids. 


American SISALKRAFT Corporation 


Chicago 6 *« New York 17 © San Francisco 5 


in Canada Sisalkraft products are sold under the following names: Orange Label Fibreen, Sisalation, Copper 
Armored Fibreen, Fibreen Vaporstop, Fibreen Moistop — contact Alexander Murray & Co., Ltd., Montreal 





Other Products in the 
SISALKRAFT LINE 


Orange Label Sisalkraft — Water- 
proof, reenforced building paper 
Sisalkraft Moistop — Permanent 
vapor barrier 

Sisalkraft Vaporstop — Rot resistant 
vapor barrier 

Copper Armored Sisalkraft — Elec- 
tro sheet copper for concealed flashing 
and waterproofing 

Sisalite — Pure polyethylene film 
Sisal-Glaze — New plastic glass re- 
placement 
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The use of easy payment credit in big 
ticket sales is growing at an accelerated pace. 

The latest figures from one of the larger 
mail order houses indicates that 44% of their 
building material sales are amortizing credit 
sales. 

Dealers who fail to offer their customers 
this service are continuing to lose important 
sales volume. 

The variety of payment plans available to 
a dealer - several of which do not require the 
use of his own capital - provide a basis for 
an aggressive new promotional approach to 
credit sales. 

The public is always intrigued by some- 
thing new. If you want to get your public to 
talking about you in these days of tight 
money, why not advertise something like 
this: “Announcing a new Credit Sales De- 
partment—A Million Dollars to Lend.” Fol- 
lowing this could be a listing of the various 
plans of payment you offer. (See box for 
suggested listing—it is not intended to sug- 
gest any one policy as best for every dealer.) 

Whether your policy is to limit your pay 
plans to 3—5—7 or 9—the thing to do is to let 
your public know that you have a plan to suit 
their needs. 

You should prepare window and floor signs 
offering your numbered pay plan. 


EDITORIAL 


Nine Ways to Handle Credit 


From now on the credit department in retail lumber and building 
products companies may be called the Credit SALES Department. 





These signs should be over the cash reg- 
ister and adjacent to your Home Planning 
and Improvement Center. 

Until the public is familiar with your 
individual list of credit services your num- 
bered pay plan should be listed frequently in 
your newspaper advertising, in envelope stuf- 
fers and on all direct mail advertising. 

Your numbered pay plan could be part of 
your credit application. A single credit appli- 
cation could be used for all plans and the 
buyer could simply check the plan he desires. 

Let’s get this program working throughout 
the industry in building additional profitable 
sales and recapturing sales lost to competi- 
tors who have beaten dealers to the use of 
this effective selling tool. 


We are indebted to the Shaw Lumber Com- 
pany, South St. Paul, Minnesota for suggest- 
ing this editorial. It is based on their very 
successful use of a plan similar to the one 
outlined. Readers are invited to send in their 
numbered pay plans. 


SUGGESTED SIGN FOR DEALER USE 





Nine Convenient Ways to Pay for Your Purchases at 
Progressive Lumber Company 

Cash in advance. 

An open charge account. Becomes due on or before the 10th of the month follow- 

ing delivery. Interest charged on past due balances. 


A 90-day 3-pay plan. One-third down and the balance in equal payments in 30 and 
60 days, no carrying charge. (This could be a 4-pay plan adding another 30 days.) 
A weekly payment plan for purchases up to $250.00. See payment chart. 
No down payment, up to 36 months to pay—FHA Insured Plan. 
A Revolving Credit Line—multiply the monthly payment you can conveniently 
pay by 6-8-10-12 (depending on individual dealers’ policy). This is your permanent 
credit line. Buy continuously as you need materials—pay agreed upon amount 
each month. A small carrying charge is made on monthly balances. 

. The open-end mortgage plan. Your present mortgage may be increased to cover 
home improvement needs. 
A first mortgage—deed of trust or contract for deed plan for new homes and 
larger remodelling projects. Ask about our “package” mortgages which include 
all the appliances you need. 


We also have special plans for farm and contractor credits. 
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Facts you should know before you sell power tools 


No. 4 in a series 


How tool CAPACITY sells your power tools 


Your power tool customers fall 
into two basic groups : the wood- 
working experts, and the do-it- 
yourself hobbyists. And you’ll 
find that both are looking for 
the same thing—big capacity 
in the tools they buy. 


The expert wants tools that offer 
him capacities he needs for big- 
ger, more elaborate projects. 
The hobbyist wants capacities 
that will make his job easier in 
working with today’s modern, 
time-saving materials. 


How to check tool capacity 

Whether it’s a multi-purpose tool 
(you’ll need one if you’re going to 
carry a complete line) or single-pur- 
pose tools, you should compare com- 
petitive tool capacities: a SAW 
should rip a standard 4’ x 8’ plywood 
panel, crosscut long work with ample 
support, have plenty of room infront 
of the blade, and cut a 2” x 4” at 
45°. The JOINTER’s length of table 
and width of fence determine how 
“big” the work is it will do. The 
longer the better. It should have at 
least 3/8” depth of cut. A BAND 
SAW: check depth of cut, resawing 
and ripping, crosscutting (or cut-off ) 
capacities. If the blade can be offset, 


these capacities can be extended. A 
JIGSAW should have 2” depth of 
cut; capacity is almost unlimited 
when jigsaw is converted to saber 
saw (check ease of converting, too). 
A DRILL PRESS should have good 
chuck-to-table capacity; see that it 
cuts to center of a large (1214”-16”) 
circle, and if it converts to floor 
model with chuck-to-floor capacity. 
A LATHE should have at least 30” 
between centers; the amount of 
swing (for turning bowls, etc.) 
should be 12” or more. A DISC 
SANDER should be 12” in size; 
compare tables, also the bigger 
the better. BELT SANDERS will 





1. Creative engineering 


be checked by your customers 
for belt length and width. Make 
sure it is at least 6” wide by 20” 
long; back-up plate for work 
support should be 16” long. HOR- 
IZONTAL DRILL: There is no 
practically-priced horizontal 
drill on the market: SHOP- 
SMITH is the only power tool 
offering the horizontal drill as a 
standard operation. 
These are just a few of the ca- 
pacities you should compare be- 
fore you buy a line of power 
tools; your customers will! 
Magna for modern materials 
Only MAGNA power tools are de- 
signed to handle today’s modern 
materials. They offer both expert 
and novice the capacity, ease of 
operation, rugged durability and 
safety they want in the power tools 
they buy. 
You may be eligible for a MAGNA 
power tool franchise. Have you 
talked to your local MAGNA district 
manager? He’ll be glad to advise and 
assist you in establishing a power 
tool department that suits your 
needs best. Write Franchise Dept. 
754-A, MAGNA POWER TOOL 
CORP., Menlo Park, California, for 
catalogs and complete information. 


i istribution 
2. Market-tailored distri 
3. Display complete line in less than 50 square feet 


4. Built-in capacity for toda 
5. Extra profit from repeat business 
finest complete line of pow 


Why Magna is 
America’s most 
wanted power tool 
franchise 


y's materials 


ee er tools 
6. Americas 


7. Profit you can depend on 
i ildi dising 
8. Traffic-building merchan 
9. Selected franchise reserved for selected dealers 


MAGNA POWER TOOL CORPORATION 
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MATERIALS FURNISHED IN 
DEALER'S FYO PLAN: 


1. Excavation or foundation trenches. 
2. Cement and blocks for foundations or base- 
ment. 


Furnished and installed: 
3. Basement exterior waterproofing and tile. 
Basement windows. 
Basement posts and girder. 
Floor joists. 
Sub-flooring and bridging. 
Outside wall studs and plates. 
Outside wall sheathing. 
10. Weatherstripped windows. 
11. Exterior doors, frames and hardware. 
12. Ceiling joists. 
13. Roof rafters. 
14. Roof sheathing 
15. Asphalt shingles and trim. 
16. Cornice (eaves). 
17. Gable ends and louvers. 
18. Interior partition plates and studs. 
19. Chimney and flashing. 
20. Outside siding and trim. 


Delivered, furnished but not installed: 

1. Sereens and storm sash, hardware for 
same. When requested. 

2. Trim and hardware for all doors and 
windows. 
Inside doors and jambs. 
Finish flooring (oak or plywood). 
Baseboards and carpet strips. 
Insulation. 
Sheetrock and accessories, or rock lath or 
wood paneling. 


Not furnished: 
. Lot. 
Heating. 
Plumbing 
Wiring. 
Cabinet work (kitchen cabinets, etc.). 
Linoleum or tile. 





PRESIDENT EARL BRENNEMAN 
stands beside job sign with an- 
other FYO home in the back- 


ground. 


FYO (Finish Your Own) Building Boom 


Small-town Michigan dealer expects 50 sweat-equity 


home sales this year from carefully-detailed program. 


There’s still a good market for the dealer in sweat- 
equity building if the details are handled right. Little 
Rock Lumber Co., Alma, Mich., expects to sell about 50 
of their FYO (Finish Your Own) homes this year. The 
FYO houses being built range up to $40,000. 

One key factor in the success of the program is the 
effective job done by Little Rock’s special salesman for 
this program, George Stewart, a retired manager of 
one of J. C. Penney Co.’s department stores in the area. 

Stewart is backed by a strong promotion program 
with ads in nine community newspapers. These ads 
advise prospects that Stewart will be available for con- 
ference in their local area—a local store, post office, 


40 


even the library in one case, on a specific day. These 
conferences have resulted in a good many sales. 
Stewart handles the routine questions, but he does 
no estimating nor does he answer technical questions. 
Sometimes another member of the firm is along to 
handle the estimating on the spot or a price for the 
job is supplied within a few days. Prospects may fur- 
nish their own design or Little Rock will supply one. 


Complete printed details of the program are avail- 
able, so the prospect knows in black and white exactly 
what he will get. A question-and-answer sheet covers 
16 different points; another sheet covers material 
specifications; a third sheet details what the company 
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Questions and Answers on Little Rock’s FYO Plan 


—as described to dealer's prospects in giveaway sheet. 


Just what is the Little Rock F.Y.O. Plan? Q. May we live in the house while we are finishing it and 
4 thus save rent? 

Briefly and simply, it is a home building plan by which 
Little Rock builds you a home including exterior—roof- 
ing—exterior doors—windows—siding—partition framing 
chimney—we also furnish insulation, finish boards, in- 
terior doors, hardware, trim, jambs, window trim, base 
and shoe, etc. It does not include plumbing, heating, 

wiring, cupboards or decorating. f . How long do we have to finish the house completely? 


Certainly. We encourage you to do this and let your 
present rent help make the payments on your own home 
an additional saving to you. 


One year. Many will go ahead and complete the home in 

Who can qualify for this plan? 60 or 90 days but you have up to 1 year. 

Almost any married couple who have a good credit rec- 

ord, a job, and a sincere desire to own their own home. 2. Q. Supposing I don’t know how to do some of the work 
necessary to complete the house? 


How much money must we have to start? A. Simply get in touch with Little Rock and they will have 

A. Very little. You must own your lot free and clear or one of their experienced men come out to your home and 
have the necessary money to at least buy a lot, handle show you just how to proceed. They will also be glad 
the mechanical end and evidence of your ability to com- to help you with many suggestions as to how you can 
plete the house within 1 year. make still further savings in finishing 


When do the payments start? Is there a lot of “red tape” to go through to sign up? 


Your first payment will be due approximately 30 days 
after the house is turned over to you. 


Definitely not. Little Rock handles all the details for 
you. Usually only 2 or 3 short visits to the Little Rock 
office, or called upon by our representative, will take 
ee ee care of the entire matter 


Definitely not. Little Rock uses only time proven con- Do Ih , : — 
struction methods plus the very latest in proven shop . s ” ave to use some certain pian? 

techniques. You are absolutely assured a good sound A. No. You may use any good plan. Little Rock will pre 
home. pare your plans as you want them. Little Rock also has 
some excellent proven plans that you may find desirable 


How long does it take to get a house? 


That depends on you. Little Rock has established facili- Will I get a good house? 

ties for giving you a definite date as to when your new A; Sibtle Dock wit es Ode he eis entan- bee 
home will be ready for you—generally speaking, you may lumber—ist quality materials and the workmanship ‘ 
have your new house when you want it. first class. Little Rock assumes full responsibility for the 
erection of your home and every home is backed by 
Is this F.Y.O. plan some government deal such as F.H.A. Little Rock’s long reputation for quality, service and 
or V.A. or G.I.? atisfaction 


No. This is strictly a Little Rock plan. F.H.A. or V.A. 
or G.I. and other government sponsored plans are all 
designed to cover a certain set of circumstances and as 
such are good. Little Rock’s F.Y.O. plan too is designed 
to cover certain circumstances. It is exclusive with 
Little Rock and is one of the most liberal ever offered 


Must our let be located inside a city limits? 


Not necessarily. Little Rock is primarily interested with 
you in making certain that your lot is on the right size 
and location so that your home will increase in value 


What is the interest we pay? 


The interest paid under the Little Rock plan is one of 
the lowest available in the home building industry. For 
example: Assume a $10,000.00 mortgage. Under this 
low cost plan you pay this entire amount in 180 equal 
monthly payments of $84.40 per month. 





Can we pay the mortgage in full at any time? 


Certainly. You may pay the balance in full and make a 
still greater saving in interest. 








furnishes and installs, what items are furnished but 
not installed and finally the list of items not furnished. 
To qualify, an applicant must be employed; have a 
good credit record; either own a lot or sufficient cash 
to buy one and a sincere desire to own his own home. 
The house must be completed within a year. On-the- 
site building advice is available from Little Rock, if 
requested. 
President Earl Brenneman is frank to admit that 
financing is the heart of the program. Little Rock has 
its own money supply for these jobs. It advises pros- 
pects that the interest they will pay is one of the lowest . :' " 
in the home building industry and the mortgage may KEY MAN, SALESMAN George Stewart, a former J. C. 
be paid in full at any time. Penney store manager, is kept busy interviewing prospects. 
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BOYERTOWN PERKIOMENVILLE 


LENTOWN 
EMMAUS 


Builders’ Choice 


mam MERRITT 


LUMBER 


COMPANY 


FAMILY GROUP is largest of the cutouts 
(18'x20'). Company name is also on sep- 
arate pane! cutout. 


HOUSEWIFE AND KITCHEN plywood cut- 
outs give dimensional effect. They are 
raised 10 inches from background. 


— 


OVERALL SIZE of each billboard is 12x42’. 
Each board is on a main highway within 
city limits. 


* 





ALLENTOWN 
EMMAUS 





<n READING - BOYERTOWN - PoTrsrown + PERKIOMENVILLE 


ee” 


nag SE 


MERRITT 
LUMBER 


COMPANY 


Something New in Billboards 


By rotating cutout illustrations and copy, each of Merritt 


Lumber Company’s billboards have fresh impact every three 


months. 


Billboard advertising has been 
one of the least popular advertis- 
ing media used by retail lumber 
dealers. The high cost, expensive 
maintenance and difficulty of trac- 
ing any direct results to billboard 
advertising has kept dealers away 
from this media. 

Merritt Lumber Companies in 


42 


Allentown and Reading, Penna., 
have used institutional billboard 
advertising with home building as 
the main theme for a number of 
years. Copy and illustrations were 
changed every three to six months. 

One slogan was, “Whatever You 
Build, See Merritt’s.”” Once the tie- 
in was thoroughly established be- 


MERRITT 
LUMBER 


COMPANY 


tween Merritt’s and home-building 
needs, the next step was to tell 
consumers about Merritt’s various 
departments: lumber, kitchens, 
paints and building materials. 

The problem, points out F. W. 
Harper, Merritt’s executive vice- 
president, was to advertise various 
departments without adding extra 
billboards. The solution developed 
by Merritt’s advertising agency 
called for no more billboards, but 
for greater flexilibity by using 
huge plywood panel cutouts, com- 
plete with illustrations and copy. 

3y rotating these cutouts and 
copy at each of Merritt’s four bill- 
board sites every three months, a 
fresh effect is achieved. All cut- 
outs are raised 10 inches from the 
background for a true dimensional 
effect. At the end of 30 months, the 
maximum duration of the entire 
display, more cutouts will have 
been developed. 

The message is visible 18 hours 
daily since the billboards are il- 
luminated. Traffic counts have been 
taken at each of the four locations 

-a total of 67,500 daily exposures. 

“Although it’s too early to meas- 
ure direct results,” says Harper, 
“we have never heard so much 
favorable comment so quickly after 
new messages were displayed.” 

Merritt’s billboard advertising 
budget is 14 of 1% of the com- 
pany’s total advertising budget 
134% of annual sales. 
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Make this EYE-LEVEL test 


with a 


WOODTEX* 


SHINGLE! 


You'll see how 


35 EXTRA POUNDS 


of weather-protecting materials per square 
give extra strength, texture and sales-appeal ! 


Take a Certain-teed Woodtex 
Asphalt Shingle in your hands. Hold 
it flat at eye level and peer across 
its surface. You'll see a graining 
and texture unlike that of any other 
asphalt shingle on the market. 


It’s a raised graining, not an em- 


bossed one. It’s actually built up 


on the weather-exposed surface of 


an extra-weight base. It represents 
35 additional pounds of weather- 
protecting materials per square— 
extra heft and texture that insure 


Cortain-teed &: 


many added years of beauty and 
rugged resistance to wind and 
weather. 


Make the Woodtex eye-level test— 
and you'll readily stock this fine, 
distinctive shingle. Then use the test 
yourself to show your customers 
the extra beauty and weather pro- 
tection Woodtex offers. 


Woodtex literature is yours for the 
asking. Just contact your nearest 
Certain-teed supplier—or write to us. 


7 SOLD THROUGH 





REG. U.S. PAT. OFF. 
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Here’s the 35-lb. difference 
that makes Woodtex whatitis! 


Over an extra weight base, on the exposed 
‘‘weather half’’ of the shingle, an addi 
tional heavy coating of asphalt is applied 
in a distinctively grained pattern. 


Final mineral surface granules are then 
pressure-imbedded in the asphalt grain 
ing to achieve the massive 250-Ib. heft 
and texture of Woodtex construction. 


ee 6 Ee 
: a 


ASE 
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Products of Certain-teed Products Corporation 


BESTWALL CERTAIN-TEED SALES CORPORATION 


120 East Lancaster Avenue, Ardmore, Pa. 

EXPORT DEPARTMENT: 100 East 42nd St., New York 17, N.Y. 

ASPHALT ROOFING e SHINGLES ¢ SIDING e ASBESTOS CEMENT e SHINGLES AND SIDING 
FIBERGLAS BUILDING INSULATION e ROOF INSULATION « SIDING CUSHION 
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BEGINNERS CLASS in wood-working shop at East Bakersfield High School using birch 
sold the school by Egland Lumber Co., Bakersfield. 


How to Tap the School Market 


California dealer tells ways 
to sell carloads of lumber to 


manual training classes. 


Otto Egland, Sr., head of Egland 
Lumber Co., Bakersfield, Calif., has 
found a worthwhile market for 
both hardwoods and soft wood 
species in the wood shops of the 
public schools of his area. 
Egland reports that last year 
those schools bought three car- 
loads of lumber for industrial arts 
class use. Egland was successful in 
selling two carloads of this lumber. 
As an extra dividend his firm en- 
joys considerable business from 
2 * pe ae ¥ both students and adults as a re- 
— , ee sult of his helpful promotion of 
JUNIOR COLLEGE wood shop students complete campus sign, with letters wood information in the schools. 
routed out of redwood. Instructor W. F, Johnson is second from right. When a student wants to know 
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where to buy wood for a special 
project, teachers always name 
three sources. However, it is ob- 
vious that the local sources get 
the resulting sale. 

Egland Lumber Co. is ideally 
situated to serve this type of trade. 
In addition to maintaining large 
stocks of Douglas fir dimension, 
ponderosa pine and redwood, the 
firm also has stocks of hardwood 
lumber rivaling in size many hard- 
wood wholesale firms. 

However, merely having the 
lumber on hand does not guarantee 
lumber orders from the Bakers- 
field and Kern County school dis- 
tricts. Wood shop lumber require- 
ments are bought through competi- 
tive bids. Other hardwood lumber 
suppliers are always present at the 
bidding. However, the company is 
almost always the only local bidder 
for the schools’ requirements. 

While the low bidder gets the 
order, Egland said he felt local 
firms always have an inside track; 
he has taken steps to make sure 
his firm keeps that inside track. 


Sales program told. First, 
salesmen of Egland Lumber Co. 
take an active interest in the wood- 
working classes in the schools. 
Recognizing that many industrial 
arts instructors want to know more 
about the characteristics, proper- 
ties and appearance of wood 
species, Egland has provided each 
instructor with displays of samples 
of 12 to 15 different cabinet-type 
hardwoods. 

In addition, the firm makes avail- 
able to each wood shop in the 
school systems of the area illus- 
trated catalogs of plans for wood- 
working projects. These are used 
not only in the elementary and 
high schools and the local junior 
college, but also in the evening 
classes attended by adults. These 
catalogs are provided by publishers 
of home workshop plans. 

The wood samples are made up 
of 4/4 stock, smoothly sanded, in 
uniform pieces about 4” x 10”. 
Each sample is neatly identified 
with a rubber stamp. The name of 
Egland Lumber Co. is stamped at 
one end of each sample. 

The samples are presented in 
two forms. One has the samples 
hanging on pegboard hooks with a 
supply of woodshop project pat- 
tern lists accompanying each set 
of samples. Each sample may be 
taken from its hook and examined 
by teacher and pupil. 

Another type consists of sample 
pieces of this same size, with a 
long rod run through the pile to 
hold all samples together at one 
end like a fan. These also have the 
species names and company name 
stamped on them. 


Helped state-wide meeting. 
When the California industrial 
(continued on next page) 
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Helpful Lumber Information 
Supplied by Egland Lumber Co. 
to Industrial Arts Instructors 


Sugar pine—the ideal shop and manual training wood. 

|"" shop common, suitable for short cuttings. 

|’ molding grade, suitable for long cuttings. (Door jamb, door casing 
table tops.) 

|" #3 clear grade, suitable for cabinet stock. (A cutting grade: knots are 
few but of the type that are not usable.) 

|" D finish. This grade allows small pin knots. 

|"' C grade, very fine finish. {Small imperfections allowable.) 

|" clear, finest pine grown. 


We carry the following thicknesses: 

iG. net 8/4'', rough or surfaced 
10/4", 
12/4", 


/,"’ net, rough or surfaced rough or surfaced 
5/4'', rough or surfaced rough or surfaced 
6/4", rough or surfaced 16/4", rough or surfaced 
The above is high elevation (soft) fine textured stock 


Hardwoods—Alll hardwoods listed are carried in stock. 


Shina—Japanese wood. A very fine ''soft'' hardwood, ideal for beginner 
classes. Takes a nice finish. Reasonable cost. A blond wood, very similar to 
birch in grain and color. 

Thickness: |'', 6/4", 8/4" 


Philippine Mahogany (Luan}—Light and dark. A very nice cabinet wood, 
straight grained and does not warp easily. Inexpensive, approximate cost 


of pine. 
Thickness: 4/4", 5/4", 6/4", 8/4", 12/4" 


Ash—A blond wood, with lots of character (swirls). Blond woods are very 
popular at this time. Very fine grain, nice wood to work. Price mderate. 
Thickness: 4/4", 5/4", 6/4", 8/4", 12/4" 

8/4" and 12/4" fine for turning lamp standards, nut bowls, book ends, etc. 
Must be dry. 


Hickory—tTurns nicely. Close grain has great strength. 
Thickness: 4/4", 8/4", 10/4", 12/4" 


Birch—Eastern birch (domestic). A very fine wood, takes a splendid finish. 
Rather hard to work for beginners. Japanese birch, similar in appearance 
to domestic birch. Cost is considerably less. 

Thickness: 4/4", 5/4", 6/4", 8/4" 


Maple—Domestic maple, blond wood, rather hard. Japanese maple, very 


close grain. 
Thickness: 4/4", 5/4", 6/4", 8/4' 


Honduras Mahogany—A very fine grained wood, takes exceptional high 


finish. An expensive wood. Darker in color than Philippine mahogany. 
Thickness: 4/4", 6/4", 8/4" 


Tennessee Cedar (Aromatic}—ideal for cedar chests, also novelty boxes. 
Works very easily. 

Thickness: 4/4", |/2"' net 

Walnut—Beautiful dark colored wood. Close grained and takes exceptional 
finish. Very expensive. 

Thickness: 4/4", 8/4" 

Butternut—Similar in appearance to walnut. Costs about one-half of walnut 
and when finished makes a fine substitute. 

Thickness: 4/4" only 


Turning woods—In 8/4" and |2/4'' thicknesses. Ash, magnolia, hickory, 
redwood, 











AROMATIC CEDAR CHESTS are a project of this advanced wood shop class of high 
school boys. Cedar was sold the school by Egland Lumber Co. 





SELLING SCHOOL MARKET 


(begins on page 44) 





arts instructors association had 
its annual convention in Bakers- 
field, Egland Lumber Co. manned 
a booth for the sole purpose of giv- 
ing each instructor more informa- 
tion about woods. This cooperation 
with local industrial arts instruc- 
tors has improved relations. 


In addition to the educational 
display, the firm prepared a four- 
page leaflet outlining the avail- 
able sizes and properties of various 
hard and softwood species. The 
fact that the firm’s name and ad- 
dress appeared on the leaflet and 
that it was informatively done_in 
good taste has resulted in con- 
siderable trade coming to the firm 
from people who have seen it. 


IN WIRY & 


STEEL SQUARE 


Gilbert Townsend.. ++ -$2.50 


True measurement in construction is not only a 
necessity, it is a skill. With this book, the young 
carcenter learns the many uses of, and how to use 
accurately, his most valuable measuring tool—the 
steel square. Includes illustrative problem, from 
Start to finish, of house construction. Indexed by 
individual jobs for easy reference. 172 pages. 


150 GLUING QUESTIONS AND ANSWERS 


Thomas D. Perry ........ PrTTTT: if | 


Helps your sales staff explain product construction 
features, and provide the ‘‘do-it-yourselfer’’ with 
needed information. Presents the answers to every- 
day questiens on glues—from mixing and Spreading 
to equipment and methods. Covers laminating, hot 
and cold pressing, testing of give joints, core prob- 
terms as well as plywood and veneer. 
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NORMAN WILLIAMS, salesman for Egland Lumber Co., 


HARDWOOD SAMPLES with each species 
identified with a rubber stamp. Name of 
the retail lumberyard supplier is stamped 
on end of each sample. 


See ey 
Atte pecs 1 


“i 


Tandy plans 


shows one way in which the firm 


gives hardwood samples to schools for educational purposes. 


THE WOODS YOU USE 


Reprinted from Wood and Wood Products... .$1.00 


Did you know that we are using commercially only 
16% of the total number of tree species? This book 
of articles gives you a quick, complete picture of 
theseleading woods, including source, general prop- 
erties and specific commercial uses. 





COMMERCIAL HARDWOOD IDENTIFICATION 
CHART 


Kukachka and Reno.......... 


Using the simple charts inthis book, you can quick- 
ly identify any important commercial hardwood 
with just the naked eye and a hand lens. Makes it 
eazy to separate red and white oak; birch, beech and 
maple; red gum and mahogany; Ph 

mahogany; cottonwood, bucke 

other confusing woods. 24 cages. 


LUM BIER... 


AMERICAN LUMBERMAN, INC. 
139 NO. CLARK ST., CHICAGO 2, ILL. 


Enclosed is my check in the amount of $____. for 
the books | have checked below. 


} Steel Square 
150 Gluing Questions and Answers 
The Woods You Use 
Commercial Hardwood Identification Chart 


Name 





Address. 





City, State 





! 
! 
1 
1 
! 
| 
| 
| 
! 
! 
! 
| 
| 
! 
! 
1 
{ 
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Amazing MICRO - MATCH 
Double-Width Oak Flooring 


Cuts Laying Time 50% 


Planks Available in 
Uniform 8'-10'-12' 
Lengths... Pre-Sanded 


While other construction costs keep 
increasing, the installed price of fine 
quality oak flooring seems due for a 
drop because of MICRO-MATCH, a 
precision product recently introduced 
by the fifty-year-old Miller Bros. Co. of 
Johnson City, Tennessee. 

Three time-saving features of the 
new flooring have been acclaimed by 
builders, architects and building supply 
merchants who have seen demonstra- 
tions and installations. 


First is the double-width feature 
which in itself cuts laying time sub- 
stantially. 

Second is the uniform-length feature. 
Unlike conventional flooring, which 
comes in odd lengths and contains a 
good percentage of ‘‘shorts,” MICRO- 
MATCH is delivered in uniform bun- 
dles of 8’, 10’ and 12’ lengths. This 
saves assembly, sawing and nailing time. 

Third, MICRO-MATCH is pre- 
sanded under controlled factory condi- 
tions. It is the only pre-sanded strip 
flooring that requires no easing of the 
cdges—a great step forward in the floor- 
ing industry made possible by exclusive 
imported machinery. 


SHOWN ABOVE are two comparisons of MICRO-MATCH and con- 
ventional flooring by the plank and by the bundle. In both examples an 


equal number of feet are shown. 


HOW MICRO-MATCH IS MADE 
MICRO-MATCH is a composite 
plank built-up from a number of grade- 
assorted single-width oak strips. These 
strips are joined end-to-end by pre- 
cision end-matching and side-to-side 
by a pressure-bonded double-dovetailed 
joint. The result is a permanently 
bonded plank of uniform length and 
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double-width that is tongued and 
grooved and perfectly end-matched. 
All oak that goes into MICRO- 
MATCH flooring is inspected for maxi- 
mum quality in its respective grade. 
Kiln-drying and conditioning processes 
are carefully controlled, and milling by 
pattern bits produces a flooring un- 
matched in precision and accuracy. 





Precision Swedish Machinery 
Joins Composite Board 


An entire production line, un- 
equalled in this country, has been 
imported from Sweden to produce 
MICRO-MATCH. An example of 
the micrometer accuracy of this 
equipment is the double-dovetailed 
joint so finely cut and joined as to be 


almost invisible, as illustrated at left. 








ODD LENGTHS and “shorts” found 
in conventional flooring pose a compli- 
cated and time-consuming assembly job. 


MICRO-MATCH’S uniform length 
climinates assembly problems . . . is 
quickly drawn-up and nailed. 


Big Savings in Assembly, 
Drawing-up and Nailing Time 


[he time-consuming “‘jigsaw-puzzle” 
sawing, assembling, drawing-up and 
nailing of conventional flooring is 
drastically reduced by double-width, 
uniform-length MICRO-MATCH. 
Planned lengths are ordered to fit the 
job and the flooring goes down fast, as 
plank after plank is quickly drawn up 
and nailed in place. 


Two Decades of Use in Europe 


While new in America, the same type 
of double-width flooring has been 
tested and proved by over 20 years of 
use in Europe. 

Developed in Denmark by Europe’s 
largest flooring manufacturer, this su- 
perior product is now available in the 
American market through the Miller 
Brothers Co., which holds the exclu- 
sive license to manufacture MICRO- 
MATCH for the North American 
Continent. 


Free Color Brochure 

Tells MICRO-MATCH 

Story — Shows Grades 

For more information and a colorful 
brochure that tells the complete 
MICRO-MATCH story, write today 
to 


Miller Brothers Co., Inc. 
P. O. Box 540-B3 
JOHNSON CITY, TENN. 
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WINDOWS HELP SELL any remodeling job. Note the difference in this completely 
remodeled house with windows furnished by McClone. 


Windows Help Make the Sale 


Whether it’s a new home or a remodeling package, windows 


are a powerful sales tool. Here’s how a Wisconsin dealer does it. 


SPECIAL QUALITY FEATURES are pointed 


out in McClone's newspaper display ads. 
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Windows can be made a profit- 
able specialty item, but a well- 
planned sales approach is essen- 
tial. That is one good reason why 
McClone Lumber & Supply Co., 
Appleton, Wis., has set some state 
sales records for their suppliers in 
this field. 

(McClone’s led retail outlets in 
the state with window sales of 
$45,000 in one year from one 
supplier. ) 

Owner Ray McClone started out 
with the theory that to promote 
windows, every salesman should 
make a determined effort to sell 
windows to each potential pros- 
pect. 

“We had a standing order,” he 
said, “for salesmen to show and 
demonstrate windows to anyone 
who comes into the store and who 
appears to be a prospect. We be- 
lieve that windows are an impor- 
tant factor in new home sales. In 
fact, design and quality, which can 
easily be demonstrated, can do a 

(continued on page 50) 


WINDOW DISPLAY UNITS on the sales 
floor attract attention. Ray McClone, left, 
shows the features to a prospect, who is 
studying literature found on the unit. 


November 11, 1957, AMERICAN LUMBERMAN AND 





Lo 
F 
THIS TRADE-MARK ([G6iAss} has been 
seen year after year in national magazine 
advertisements... 200,000,000 times 


per year! 








That’s why THIS LABEL 
on window glass is head 
and shoulders above all 
other brands in customer 
recognition and merchan- 
dising power. 











DOUBLE QUALITY 
STRENGTH SHEET 
WBBEY OWEN G assco 2 





Glass is top quality and is the easiest to 
cut. Try it, and you'll see. 


Ask your L:O:F Glass Distributor about 
the folders, displays and other saleshelps 
available. Sell with the power of national 
advertising. Place your next order with 
an L:O:F Glass Distributor and specify 


LIBBEY OWENS-FORD 
a Great Name in Glase 
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METAL “7 
ROOFING NAILS 


The “high quality" line 
you can count on— 
FOR REPEAT SALES... 


REAL PROFITS! 
NEW! 
] UMBRELLA HEADS 


(with ring or screw shank) 
FOR CORRUGATED & V-CRIMP 
ROOFING 


@ Hammer away — 
nails are one-piece de- 
sign (head and shank 
made from same hard 
steel core.). 
@STORMGUARD 
treated—twice-dipped 
in molten zinc .. . 
can’t rust, stain, or 
streak . . . zinc coat- 
ing entirely compati- 
ble with aluminum 
roofing. 

@ Lighter weight than 
lead heads... MORE g 
NAILS PER POUND! 


LEAD HEAD NAILS 


HEADS FIRMLY ATTACHED TO SHANKS 
COMPRESSED LEAD HEAD 
NN. Ye Ys Yan Ya 
: P-223 (Barbed Shank—bright) 
= mill Avni fifi fii aie ia iii iif SS 
BS P-223R (Ring Shank—bright) 








| ale\a\ele\e\* 








- HOT CAST LEAD HEAD 
mT iF ee 
C-223R (Ring Shank—bright) 


CAST LEAD HEAD 
‘< HEEL TE 
R-144A (Ring Shank— 
STORMGUARD TREATED ... 


twice-dipped in molten zinc) 


SEND FOR FREE HANDBOOK & SAMPLES 





NAME 





A scmmeen 
ADDRESS__ 


city. . 
"IT 5 aS TO BUY MAZE” 


PERU 7, ILLINOIS Phone 298 
Circle No. 91 on Coupon, page 122 
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Profit-Making Window Pointers 


Show windows to every prospect who enters your store. 
Point out quality features and beauty of design. 
Show how windows can be used to "dress up" a remodeling project. 


Make windows a part of the new home or "remodeling" package. Helps 
eliminate competition and price-cutting pressure. 


Maintain well-rounded inventory—discourages shopper from looking 


Use radio spots, newspaper advertising, floor displays and photographs 
of homes featuring your windows as aids to in-store selling. 

















| 
| 





WINDOWS MAKE SALE 


(begins on page 48) 





lot to sell a house.” 

Most of the windows sold by 
McClone go into new homes, but 
window installations in. remodel- 
ing jobs are important in selling 
those jobs, too. Windows can 
“make” a remodeling job. You’ll 
find a good illustration to back up 
this point in the “before” and 
“after” pictures of the remodeled 
house on this page. Materials for 
this job were sold by McClone. 

“We have found that customers 


want quality windows and we han- 
dle quality lines,” declares Mc- 
Clone. We never talk price, just 
quality. Except for the normal 5% 
discount to contractors, we never 
cut window prices.” 

A good inventory is another fac- 
tor in promoting window sales, 
adds McClone. He maintains as 
many as 75 units on hand all the 
time and he has ready access to 
his suppliers. 

McClone carries on a_ strong 
window promotion program by 
radio, newspaper display adver- 
tising and store displays of full- 
size models. His overall advertis- 
ing budget runs about 114% of 
gross sales. 





proved to be good spots. 





Radio Spots Feature Windows 


Here is a sample radio spot used by McClone Lumber & Supply Co. 
over Appleton's WHBY. Just prior to a baseball game and noon newscasts 


"Building a new home this spring? Keep in mind that McClone Lumber 
& Supply Co., besides being your complete building supply headquarters, 
also has a complete selection of all types of window and door units. 
McClone is a distributor for famous R. O. W. window units and also 
features beautiful Andersen window units. 


"There is a full selection of Andersen units from which you may choose 
including gliding units, casements and Flexivents. If you haven't decided 
upon the type windows you want in your new home, stop in at McClone's 
and let your building experts help you decide." 








November I], 1957, AMERICAN LUMBERMAN AND 








COMPARE! 


Your De Walt 


Power Shop Franchise 


gives you: 


See why [a THE FIRST RADIAL ARM all-purpose power tool—the [J 


DE WALT of 
is the biggest money-maker 
in the power tool field! 


Ask Carlisle Hardware of Springfield, Massachusetts! 





Ask about a DE WALT Franchise at Booth 125 


National Retail Lumber Dealers Exposition 








machine that revolutionized the power tool market! 


THE MOST IMITATED of all multi-purpose power 
tools (over 40 different manufacturers have tried to 
imitate De Walt’s original radial arm design during 
the past 35 years) ! 

THE MOST DEMONSTRATED all-purpose power tool 
on the market—over 8 million people saw it demon- 
strated last year alone! 

THE ONLY all-purpose power tool with 100% un- 
divided, world-wide advertising support—in maga- 
zines your customers read for the do-it-yourself infor- 
mation they need. 


LIBERAL COOPERATIVE ADVERTISING ALLOWANCE to 


help share the cost of your local promotions. 


THE FIRST power tool so simple in concept, so accu- 
rate in performance that it makes woodworking easy 
and practical for everybody, from the novice to the 
“pro”! 

THE FIRST power tool to do the work, save the space 
and cost of a shopful of other tools! 


THE SAFEST power tool design on the market— 
demonstrated through actual experience! 

THE ONLY power tool of its kind thoroughly proved 
by over 35 years of outstanding performance in 
industry! 

A COMPLETE AND READY-TO-USE unit—no extra 
motor to buy—no tricky assembly by you or your 
customer ! 

THE ONE MODERN, simple, functional design that 
needs no trunkful of clamps, guides and assorted 
devices to make it work! 

THE POWER TOOL with a Direct Factory Franchise 
that offers you the full profit on every sale! 


THE ONLY FRANCHISE that offers you a complete 
and fully-proven selling program throughout the 
year! 


Compare the De Walt® Franchise—point by point—with 
any other. See why the power tool that revolutionized 
the industry offers you a profit opportunity you can’t 
afford to be without! 


Your 


present 


line? 


Get on the profit-wagon now! Send the coupon for the full, exciting profit story today! 


De Walt Inc., Dept. AL-711, \ancaster, Pa., 


Subsidiary of AMERICAN MACHINE & FOUNDRY COMPANY 


O Send full infor..ation on how the De Walt Franchise can boost my profits! 


Name 
Company- 


POWER TOOLS, a . 
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NOW! KAISER ALUMINUM 





SHOWS 
CONFIDENCE IN KAISER ALUMINUM ROOFING. WILL PUT US IN 


AP 
OSITION TO GIVE GREATER SERVICE TO OUR CUSTOMERS 


Russ McGinnis 

M nis, Stott Buildin 

page oa Div., 2102 Wabash — 
t. Paul, Minnesota te 


ea ——— 


3 Sie 


THIS POLICY WILL BE A BIG HELP IN CLOSING MORE SALES OF 


KAISER ALUMINUM ROOFING. OUR THANKS FOR YOUR COOPERATION 


AND SUPPORT OF OUR BUSINESS. 
Harley Sherman, The T. H. Rogers Lumber CO-« 


Okpahoma City, Oklahoma 





THIS REPLACEMENT PLAN SHOULD GIVE EVERY DEALER ADDED CON- 


FIDENCE IN KAISER ALUMINUM ROOFING AND WILL PROMOTE EVEN 


GREATER CUSTOMER ACCEPTANCE. IT IS A PLEASURE TO BE AFFIL- 


IATED WITH A COMPANY WILLING TO BACK UP ITS PRODUCT IN THIS 


MANNER. 


Homer F. Prakel, Ge J 
é » Geo. He. W 
Versailles, Ohio H. Worch Lumber Co. 


eee —— 


YOUR NEW POLICY WILL BE AN ADDITIONAL EFFECTIVE SALES TOOL 
FOR KAISER ALUMINUM DEALERS. IT WILL DEMONSTRATE TO THE 
CUSTOMER THAT THE DEALER IS HANDLING QUALITY MERCHANDISE 
THAT BOTH HE AND THE MANUFACTURER WILL STAND BACK OF. 


James We Melville, J- He Melville Lumber Co- 
Broken Bow, Nebraska 
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ROOFING OFFERS 
REPLACEMENT POLICY! 


KAISER ALUMINUM BACKS UP ITS PRODUCTS 





.-- BACKS UP ITS CUSTOMERS 





Any customer stocking Kaiser Aluminum Roof- 
ing can make an immediate replacement of de- 
fective roofing up to a value of $50. No prior 
inspection of the roofing by our representative 
is necessary. You determine the adjustment. You 


make the replacement on the spot. 


Over the years, Kaiser Aluminum Roofing has 
established an unrivaled record of consumer satisfac- 
tion ...a record so good that we are now prepared to 
back you up with this sensational new policy. 


When a claim arises you make the adjustment and 
Kaiser Aluminum will promptly replace the new roof- 


ing you furnish your customer. What little paperwork 
is required, will be handled for you by our salesman. 
Only on those rare occasions when claims involve more 
than $50 will prior inspection by our representative 
be necessary. 


4 


LZ 
KAISER 
jp “a “ALUMINUM 


THE BRIGHT STAR OF METALS 


SEE “MAVERICK” » SUNDAY EVENINGS, ABC-TV + SEE YOUR LOCAL TV LISTING 


IOWA DEALER WINS “HAWAIIAN VILLAGE” CONTEST 


Robert Dornsbach (right) of Eldora, Iowa, (Moser Lumber Co.) won 
first prize in Kaiser Aluminum’s “Hawaiian Village” dealer contest. 
Mr. Dornsbach and his wife will leave for an all-expense paid trip 
to Hawaii in November. Shown with Mr. Dornsbach is Al Flohr, Jr., 


Kaiser Aluminum sales representative. 


BUILD REPAIR REMODEL 
WiTH ALUMINUM 
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Find out how you can benefit from this new on- 
the-spot replacement policy. Our representative 
will be glad to give you full information on the 
complete Kaiser Aluminum Roofing program. 
Simply mail in the coupon! 


Kaiser Aluminum & Chemical Sales, Inc. 


Merchant Products Dept. 
919 N. Michigan Avenue 
Chicago 11, Illinois 


Gentlemen: 


Please have your representative call with 
complete information about Kaiser Alumi- 
num’s replacement policy and promotional 
program. 

NAME 

A 


ea lenin napi 


a 
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UMBER COMPANIES 


, DENTON EASTON 
CHESTERTOWN S™MICHAELS CAMBRIDGE 


DIRECTED TWO-DAY PROMOTION: James Fretterd, Denton store manager, left and Wil- 
liam Taylor, buyer. 


NOT A BIG CROWD, but they showed 
plenty of interest, Nuttle officials found. 
President Nuttle, back to camera, presents 
door prize. 


Maryland dealer stages Dual-Purpose Products Show 


Two-day promotion—one day for builders and one for 


consumers—gives dealer’s organization new sales punch. 


~ 


DEMONSTRATION HELPED SELL plaster applicator machine at the show. 


A combination builders party and 
home show at the local armory set 
the stage for new sales at the Nuttle 
Lumber Co., Denton, Md., earlier 
this year. 

Saturday, the first day, was ex- 
clusively for builders. Some 6500 
builders were invited and 250 took 

(continued on page 56) 


DOOR-PRIZE WINNER received 10 bags 
of insulation from manager Tretterd, but 
took cash value instead since her house 
was insulated. Nineteen door prizes were 
awarded. 
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Rural dealers know 


it's smart 
to buy from jobbers 


Whether supplying farm, industry or housing 
demands, dealers know it’s smart to do business 
with their local jobber. He’s the man who serves 
his customers by .. . 


e Carrying a large and varied supply, so customers 
can keep inventories down 


e Giving emergency service . . . fast delivery when 
you need it 


e@ Providing sales and merchandising assistance Profit 
from 


e Stocking quality materials — products like ; : 
this pair! 


Evaneer fir plywood and Evanite hardboard (he 
can receive both in the same freight car) 





EVANS PRODUCTS COMPANY, DEPT. S-11, PLYMOUTH, MICH. 


Sales Offices: Plymouth, Mich.; New York City; Chicag¢ Evaneer and Evanite are trademarks of 


Tampa, Fla.; Coos Bay, Ore. 
Evans Products Company also produces: fir |umber; Evanite 
battery separators; railroad loading equipment; truck and 


bus heaters and ventilating systems; bicycles and velocipedes. 


sm Mi ge nom PRODUCTS COMPANY 
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about Gya/S greatest 
profit builders... 
4 new choose-your-size 
‘“‘rack-and-roll”’ deals 


Now OPAL Insect Wire Screening 
adds new flexibility to its proved 
profit-building dispensing rack 
and screening deals. Now, you can 
select your type of rack and also 
the widths of screening most 
called for by your customers. 


And look at the low, low prices! 
Better call your distributor be- 
fore they go up... or mail coupon. 


Ge” 


Deal No. 2A Space-saving single-sided Aluminum 
Rack (not shown) with five 100-ft. rolls of OPAL Alumi 
num Screening (1267 sq. ft.). Your choice 26”, 28”, 
30”, 32”, or 36” widths. Price $119.95° (Rack only— 
$39.95 f.0.b. Factory) 

Deal No. 3A Double-sided Aluminum Rack with five 
100-ft. rolls OPAL Aluminum Screening and five 100-ft 
rolls OPAL Galvanized. Your choice above widths. Price 
$199.75° (Rack only—$52.95 f.0.b. Factory) 

Deal No. 4A Double-sided rack with ten 100-f. rolls 
OPAL Aluminum Screening. Your choice above widths. 
Price $222.75". 

Deal No. 5A Double-sided rack with ten 100-ft. rolls 
OPAL Galvonized Screening. Your choice above widths 
Price $179.75° 


* Freight prepaid ond allowed east of Rockies 


Opa 


Use this coupon today! 


America’s fastest-selling 
quality screening. 


Please have distributor in my territory contact me on 
Rack Deal No 


COMPANY 
STREET 


CITY 


Mail coupon to: 


NEW YORK WIRE CLOTH CO. 


York, Pennsylvania 
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Morgan Millwork Company 
Lucas Paint Company 

Artic Roofings, Inc. 

DeWalt Saw Company 
Marlite 

Masonite 

Skil Corporation 

Celotex Company 

Laurel Distributors (Formica) 
J. A. Porter Lumber Co. 
Hires Turner Glass Company 
Layton & Company 
Certain-teed Products 
Reynolds Metal Company 
Shopsmith and Magna Power Tool Co. 
Sisalkraft Company 


Powernail Company 








Exhibitors at Nuttle Home Show 


Keasbey & Mattison Co. 
Georgia Pacific Plywood Co. 
Modern Folding Door Company 
Waterlox Paint Products 
National Gypsum Company 
Yale & Towne Mfg. Co. 
Zonolite Company 

Lexcreen Company 

Bostitch Stapler & Tacker Co. 
Homosote Company 

Sterling Sliding Door Hdw. Co. 
Steele & Co. 

Miami Carey 

Thor Power Tool Co. 

Amerock Cabinet Hdw. Co. 
Clarke Sanding Co. 


Weiser Lock Company 











DUAL-PURPOSE SHOW 


(begins on page 54) 





the day off to be the company’s 
luncheon guests and participate in a 
series of events which occupied the 
entire day. The builders were given 
a conducted tour of the Nuttle’s 
plant in Denton, were introduced to 
new products, watched demonstra- 
tions and asked questions of manu- 
facturers’ representatives. 

The builder’s party was one of a 
series of annual events to impress 
contractors that Nuttle’s is working 
with them. A number of builder’s 
specials were offered and some sales 
resulted. However, the main pur- 
pose was improved contractor rela- 
tions. 

Starting at 6 on Saturday night, 
the public was admitted. During the 
evening and the following Sunday 
afternoon some 500 people visited 
the show. Unlike similar shows in 
the state, merchandise was sold 
right off the floor. 


Here are some of the results of 
the two-day event: 


About $500 in cash sales with orders 
taken for about that much again— 
all consumer sales—at the show. 


Sold one plaster applicating ma- 
chine. 


Sold a number of power hammers 
(these were demonstrated) and a 
number of power tool items. 


Greater interest in new products 
displayed at the show: three big 


orders filled for chipboard; jalousie 
windows reached a new high; power 
tools selling better than expected; 
sales of hardware items boosted; 
many new leads. Salesmen say show 
demonstrations make it easier for 
them to close. 


It’s impossible to evaluate all the 
good which comes from such a show, 
admits president Elias W. Nuttle, 
but he is convinced that the $3,000 
expenditure will be paying dividends 
for some time to come. And the 32 
exhibitors, who paid hard cash for 
the privilege of exhibiting seemed 
just as pleased. 


tae 
att 
t \@ 


I 


CABINET HARDWARE SALES picked up 
following the show. Credit was given ex- 


hibits like this. 
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If you're selling kitchen cabinets 
why not sell the appliance that goes with them? 


Bilt-Ins will build your profit 


and this FREE* wood cabinet DISPLAY UNIT 
puts you in business 























‘S —_- 
° It takes only 
54 inches of floor space 
Just as the history-making changes of the 


past have piled up profits for those who 
were alert enough to get behind them early, so PREWAY Bilt-In ranges 
offer you an unusual money-making opportunity . . . for the new look 
in kitchens is the most significant development in home building since 
the introduction of picture windows. 

With beautiful natural finish wood display cabinets like these, you can 
show women and contractors the 1958 Crisp Line Design PREWAY Wallchef 
and Counterchef, in gas or electric . . . and this attractive big ticket 
display takes only 54” of floor space. 

Why be content to bid just the millwork for the kitchen, when you can 
strengthen your competitive position, and make more money, by selling 
the complete kitchen package with PREWAY. Write for full information 
on PREWAY and PREWAY’S free cabinet display unit — the alert dealer's Se ie” Was. 
built-in appliance merchandiser. Sisaitiianaen 

| 











Please send me full information on 
PREWAY Bilt-In Ranges and 
PREWAY’S free cabinet display 


PREWAY Inc 8117 Third Street, North unit. 
A * Wisconsin Rapids, Wisconsin 


Firm 
SINCE 1917 — Pioneer manufacturer of built-in appliances — refrigerator- a 
® ° . ddress 
freezer combinations, gas and electric ovens and surface units, venti- 
lating range hoods. City 
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NEW 1958 CHEVROLET TRUCKS WITH 
NEW HUSTLE! NEW MUSCLE! NEW STYLE! 


the industry’s most popular 6’s and in 
V8’s packing up to 175 h.p. 


NEW HEAVY-DUTY SPARTANS 
The robust Spartans make hauling his- 


Just look at all they offer 

that’s new and better... and 
you'll see why these new Chevies 
are the fleetest, sturdiest, 


handsomest dollar-savers yet! 
Meet Chevrolet for '58! 


NEW MEDIUM-DUTY VIKINGS 

Hardy Vikings roll in with nine brand- 
new models, offering new cab-to-rear- 
axle dimensions for improved semi- 
trailer, dump, stake and van-type oper- 
ations. Options available boost GVW 
ratings all the way to 21,000 lbs. And 
you get traditional Chevrolet economy in 


tory with the revolutionary 230-h.p. 
Workmaster V8 with Wedge-Head design. 
The combustion chambers are located in 
the cylinder block rather than in the 
cylinder head. Here’s maximum power, 
less wear than ever. It’s featured on 90 
and 100 Series trucks as are sturdy cast- 
spoke wheels and an 18,000-lb. rear axle. 
Look over Task-Force 58 at your Chev- 
rolet dealer’s. . . . Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


SEE THE LATEST EDITIONS OF THE “BIG WHEEL” IN TRUCKS —1958 CHEVROLET TASK+FORCE TRUCKS 
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NEW 1958 TRUCKS 


Increased power, unique styling, greater load ca- 
pacities, added driver comfort, larger brakes, and 
new automatic transmission are among the features 
of 1958 Dodge trucks. 

The new truck line offers engines with 10 different 
horsepower ratings ranging from 113 to 234. Maxi- 
mum gross vehicle weights on the 1958 models range 
from 5,100 to 46,000 pounds and gross combination 
weights up to 65,000 pounds. 

A full-width alligator hood, heavy-duty bumpers, 
and twin headlights—which provide greater visibility 
for night driving—are among the changes in appear- 
ance. 

A new 6-speed Torqmatic transmission brings auto- 
matic shifting to medium and high-tonnage models. 
An outstanding feature of the Torqmatic transmis- 
sion is the hill retarder, a safety device that assists 
downhill braking to lengthen brake life. 

New and more effective hydraulic brakes add in- 
creased stopping power to medium and high-tonnage 
models. Power brakes again are standard or available 
on all Dodge trucks. 

A new engine—the 207-horsepower “Super Power 
Giant 315”—is standard on the C600 cab-over-engine 
model. This high-powered, double-rocker-shaft V-8 
engine, designed for long-term service, is available on 


FACTS AND PHOTOS 


Dodge D-300 stake truck 


all other medium-tonnage models except the P400 
forward-control chassis. 

A “Full-Traction” differential, offered for the rear 
axle of all D100 models, gives better traction on slip- 
pery surfaces. It also is available for front and rear 
axles of W100 models. 


CAAA 


a 


Ford Tilt-cab and Styleside pickup 


models ranging from the versatile 
Ranchero, through light, medium, 
heavy, extra heavy and tandem 
trucks. Ford’s heavy-duty trucks 
feature, in addition to engine im- 
provements, new heavier transmis- 
sions. 

Transmatic Drive, the optional 
automatic transmission offered on 
medium and heavy trucks, should 
improve retarding ability at higher 
speeds. Ford’s pickup truck will in- 
corporate the Styleside box, which 
matches the cab in width and of- 
fers 25% more payload capacity 
than many pickup models. 

Horsepower in the V-8 engines 
for light duty trucks has been in- 
creased from 171 to 181 to give 
higher performance. As in the 
past, Ford will offer heavy duty 
engines as optional equipment in 
the medium duty line. 


Ford 


Ford announces new product 
advancements in engineering, styl- 
ing and design for its 1958 trucks. 
New safety vision, dual headlights 
are standard on all Ford conven- 
tional and tilt-cab trucks. The new 
lights, which give much more road 
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illumination at night, are inte- 
grated in a simply styled, cross- 
hatch grille. 

Headed by the successful Style- 
side pickup, which accounted for 
more than 85% of the company’s 
1957 half-ton truck production, 
Ford is offering more than 300 


To answer a demonstrated need 
in the heavy duty field, Ford offers 
a high capacity rear tandem axle 
as an option on its T-700 series, 
increasing the line’s flexibility in 
the growing tandem market. The 
new axle will give a gross vehicle 
weight rating of 32,000 pounds on 
this model. 
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NEW 1958 TRUCKS 


Chevrolet 


An expanded, widely diversified 
line of trucks featured by a rugged 
new 348-cubic inch V8 of 230 
horsepower, many chassis improve- 
ments, and more powerful sixes 
and V8’s is announced by Chevro- 
let Motor Division. The new truck 
line lists 12 new models, for a total 
of 128, up 10% over the number 
available in 1957. New front-end 
styling includes modern dua! head- 
lamps and redesigned grille, hood, 
and fenders. 

Also of interest is the addition 
to the line of nine new medium- 
duty cab-chassis models. Six, in- 
cluding three Low Cab Forwards, 
carry 72-inch cab-to-axle dimen- 
sions for more ideal weight distri- 
bution in trailer operations. Three 
new models have a 124-inch cab- 
to-axle dimension to accommodate 


Chevrolet "Viking" stake 


16-to-19 foot bodies. 

Another innovation in the 1958 
line is the assigning of names to 
each of the three weight classifica- 
tions. They are: The Apache — 
Light-duties with GVW ratings up 
to 9600 lbs., and available on six 
different wheelbases; The Viking 
—Medium-duties, available on 12 
wheelbases with GVW ratings up 


to 25,000 lbs., and offered on nine 
wheelbases. 

Five basic engines are offered in 
the 1958 truck line. The 235-cubic 
inch six has been increased to 145 
horsepower through an increase in 
compression ratio. The 261-cubic 
inch six, featuring improved du- 
rability, is continued for medium- 
duty trucks with a new rating of 
150 horsepower. 


160 horsepower, now is optional 
equipment in light-duty models, 
replacing the 265 cubic-inch V8, 
which has been discontinued. Two 
heavy-duty versions of this engine 
with 160 and 175 horsepower are 
optional in some series and stand- 
ard in others. The new 348-cubic 
inch, 230 horsepower ‘“Work- 
master” V8 and the 322-cubic inch 
V8, which is retained for school 


to 21,000 Ibs.; and The Spartan— 


Heavy-duties with GVW ratings up bus use only, complete the line. 


A 283-cubic inch V8, rated at 


HL 


DeKalb "Lumberjack" 


The “Lumberjack” was designed by DeKalb in 
close cooperation with the lumber and building in- 
dustry to handle lumber, nails, board products, paint, 
in one delivery. The half-cab design provides for 
straight through loading of long pieces and either 
front or rear loading and unloading. 


The truck incorporates a short wheelbase (122” to 
126”) with maximum maneuverability and a 16’ x 7’ 
loading space. The new unit eliminates approximately 
9’ from the overall length of many conventional types 
of trucks. 

A lower loading space is provided for plywood 
panels, insulation board, and other flat materials. 
Access to this compartment is from the rear. The 
body is available for Chevrolet, Ford, GMC, Dodge 
or IHC forward control chassis. DeKalb design en- 
gineers have just completed a new larger and heavier 
version of the “Lumberjack”, to be known as the 
“Lumber King’. The new version was shown last 
week at the NRLDA Exposition at Philadelphia. 


DeKalb's "Lumberjack" 
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GMC Truck 


Truck styling, growing rapidly 
in commercial value to truck own- 
ers, is a feature of the new 1958 
model GMC light and medium duty 
trucks. The new line of GMC’s fea- 
tures dual headlamps with a new 
V-8 engine beneath. 

One new model has been intro- 
duced to the GMC line, which 
ranges from half-ton units on up to 
highway tractors capable of haul- 
ing 90,000 pounds gross combina- 
tion weight. It is a package de- 
livery chassis of 16,000 pounds 
gross vehicle weight, a new com- 
panion for the popular 7,000 pound 
and 10,000 pound package delivery 
models. 

A new transmission, the Allison 
Torqmatic, designed specifically to 
meet the needs of truckers, has 
been placed in the new GMC mod- 
els 370 and up through the 600, 
which cover weight ranges from 
32,000 to 55,000 pounds GCW. The 
Hydra-Matic transmission is re- 
maining on the one-half through 


I 


HERN PACIFIC 


ho ite 


International A-160 flat bed 
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GMC 21/2 ton stake 


two-ton GMC models. 

A new GMC 336 cubic inch V-8 
gasoline engine with long-life fea- 
tures, heads up a group of nine gas 


Ht 


and Diesel engines used through 
the GMC line. A valve-in-head 90 
degree V-type, it develops 200 
gross horsepower. 


MA 


International 


International is celebrating its 
50th birthday by introducing a 
complete range of conventional, 
cab-forward, forward-control, and 
four-wheel drive models. New are 
six-wheelers and six-wheel models 
of ecab-forward design. Gross 
weight ratings range from 4,200 
up to 33,000 pounds. 

Light-duty conventional models 
are offered in four series and eight 
body styles. Capacity ranges from 
a half-ton pickup to capacity of 
8,800 pounds. Something new is 
the light-duty “Travelette”, a new 
kind of a pickup truck with six 
passenger capacity, plus a 90” load 
space. Light and medium trucks 
are also available with 4-wheel 
drive for maximum traction. 





A wide selection of heavier-duty trucks, ranging 
from 17,000 pounds up to the massive off-highway 
type vehicles, are offered in the 1958 line of Mack 
trucks. 

The highly integrated line, comprising well over 
100 chassis models, is capable of handling all types of 
hauling in the lumbering and building material fields. 
As in the past, the line features the Mack Thermodyne 
diesel and gasoline engines, including a_ turbo- 
charged diesel engine of 205-horsepower. 

Mack-made axles, transmissions and engines are a 
few of the special features offered as standard and 
optional equipment on most Mack models. 

Leading the new truck line is the popular B group 
which carries right through from the smallest model 
that Mack builds—17,000 pounds gross weight—up 
to the super-duty B-80 series with a 65,000 gross 
rating. These are available in four and six wheel 
types and in standard and weight reduced forms. 

Compact and acceptable city-type cab forward mod- 
els are provided by Mack’s D series in four and six- 
wheel versions. These are designed to serve many 
needs in the lumber and building material industry. 
Most compact vehicles of their type, the D models 
provide fully 50 cu. ft. more cargo space in a given 


Mack B-60 truck 


length than some makes. 

The larger size Cab-Over-Engine models termed 
the H group, can haul 35-ft. semi-trailers well within 
a 45-ft. over-all length legal limit. These utilize a 
tilt-cab method for achieving access to the engine. 


A 


Studebaker one-ton stake 


Four engines are offered. A 259- 
cubic inch, 170-horsepower V-8 is 
available in the half and three- 
quarter-ton models and a 289-cubic 
inch, 182-horsepower V-8 is used 
in the heavy-duty units and as op- 
tional equipment for the two-ton 
medium-duty model. 

In the light-duty line, wheel- 
bases of 112, 122, and 131 inches 
are available with gross vehicle 
weight ratings from 4,800 pounds 
in the half-ton model to 10,000 
pounds in the one-ton model. Pick- 
up bodies are to be 61% to 9 feet in 
length and stake and platfcerm 
types will be 8 and 9 feet. 

In the medium-duty line of one- 
and-a-half-ton and two-ton trucks, 
four wheelbases are offered rang- 
ing up to 195 inches for the two- 
ton model. The 195-inch wheelbase 
is designed to accommodate 16 to 
18-foot vans, stakes or special 
bodies. 

In the heavy-duty line there are 
four chassis and cab models. 
Factory installed platform-stake 


Studebaker 


The widest range of engines, 
power, models and gross vehicle 
weights in company history high- 


62 


lights the Studebaker line of Tran- 
star trucks for 1958. The new line 
ranges from half-ton pickups to 
the two-ton heavy-duty trucks, cov- 
ering 95% of the truck market. 


bodies will come in 9, 12, and 14- 
foot lengths. Wheelbases of 131, 
155, 171, and 195 inches are used. 
Gross vehicle weights are 18,000- 
19,000 pounds. 
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NEW 1958 TRUCKS 


White 


White trucks for 1958 are manu- 
factured in five series, all with the 
cab-over-engine feature. Gross rat- 
ings range up to 28,000 pounds. 

Of special interest to lumber 
dealers is the “Util-i-deck” model 
with the cab offset to one side to 
handle long-length lumber and 
beams. This model is said to pro- 
vide 22% more space for cargo 
than a conventional truck. 

All White trucks have shorter 
wheelbases with wider tread front 
axles for good maneuverability. 
The power-lift cabs provide top ac- 
cessibility for servicing. Engines 
are heavy-duty of the “L” head 
type with seven bearing crank- 
shafts. 














gree a . 
White Model 3016 


HAA 


Willys "Jeep" FC-170 
Willys 

A larger, more powerful vehicle 
in the new series of “Jeep” for- 
ward control models recently an- 


nounced by Willys Motors, Inc., is 
being introduced this fall. Identi- 
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fied as the “Forward Control ‘Jeep’ 
FC-170”, the new heavy-duty truck 
carries a gross vehicle weight rat- 
ing of 7,000 pounds, highest pay- 
load capacity of any “Jee” vehicle 
introduced to date. With a wheel- 
base of 103.5 inches, it provides 


large cargo area in relation to 
length. 

The FC-170 continues the over- 
all advanced styling and four- 
wheel drive engineering charac- 
teristics of the “Jeep” FC-150 in- 
troduced at the turn of the year. 
However, payload is 30% greater. 

The “Super-Hurricane” engine 
is coupled with four-wheel drive 
to provide heavy-duty service over 
the roughest terrain. Engine fea- 
tures include new cam design 
which provides 190 foot pounds of 
torque at a low 1400 r.p.m., a new 
and more rugged cast iron alloy 
block, new chromium oil and com- 
pression rings, heavy-duty bear- 
ings, and valves for longer and 
more economical service. 

The FC-170 offers nine forward 
and three reverse power combina- 
tions with standard transmission, 
and 12 forward combinations with 
optional four-speed transmission 
available at extra cost. The FC-170 
has an overall length of 181.5 
inches; width of 76.75 inches, and 
height of 79.5 inches. 


See page 66 for data on 
New Station Wagons 





NEW TILT CAB TRUCKS... . lowest-priced * Tilt Cab line in 
America! Six new series, up to 60,000-lb. GCW, are 
typical of the wide choice in Ford’s heavy duty line. 


*Based on a comparison of manufacturers’ suggested retail prices 


(Background) NEW TWO-TON stake 
with your choice of Short Stroke 
Six or V-8’s. 


NEW '58 FORD PICKUP. Modern Style- 
side body is as wide as the cab and 
standard at no extra cost! 


ahea —_— all 





Meet America’s newest, most modern trucks—Ford for ’58! NEW CAPACITY! Extra-wide Styleside pickup 


bodies have up to 41% more loadspace than 
others . . . biggest loadspace per dollar! 
NEW SAVINGS! Only Ford offers this modern, 

Then match your specific requirements against Ford’s over 300 extra-capacity pickup body at no extra cost! 
new models. Whatever your need—from half-ton pickup to heavy NEW EASY RIDE! Scientific Impact-O-Graph 
duty tandem—Ford’s got it! And you’ll get a truck that costs you ride tests prove amazing superiority of Ford 
7 over competitive pickups—a ride mighty 
less to own, less to run and lasts longer, too. close to that of a car! 

So see your Ford Dealer today and step ahead with America’s NEW POWER! More powerful, more rugged 


: V-8 engines! And only Ford offers Short 
most modern truck—built modern to cost you less. theclen cnsuantey tn toth She sad V2 


Discover the new advances in this pace-setting line. See the impor- 
tant advantages that help you do your job better and at lower cost! 





’58 FORD TRUCKS—FIRST WITH THE FEATURES THAT COUNT! 
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FORD TRUCKS 
















NEW SAFETY! “Safety Vision’? dual head- 
lights . . . Lifeguard steering wheel... 
double-grip door locks, standard equipment 
on Ford trucks! 


NEW “FINE CAR” CONVENIENCES! Ranchero 
offers all power assists, including power 
windows. You can even get factory-installed 
air conditioning at Ford’s low prices. 


The big fleets buy more Ford Trucks than any other make! 


FORD TRUCKS COST LESS 


LESS TO OWN... LESS TO RUN... LAST LONGER, TOO! 
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thatS new...costs less, too! 








NEW COMFORT! Only Ford truck Driverized 
Cabs have this comfort combination: woven 
plastic upholstery, non-sag seat springing, 
suspended pedals and weather-protected 
inboard steps. 


NEW TILT CAB SAVING! Hundreds of dollars 
less than other Tilt Cabs . . . America’s 
lowest-priced * Tilt Cab line. 
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1958 Station Wagons 


The station wagon is becoming very popular in many yards. It can be 


used by the salesman or for spot deliveries of some merchandise. Here are 


the new wagons. 








DODGE offers five station wagons with a full 95 cubic feet of 
cargo carrying space. Shown here is the four-door Sierra. Dodges 
have a third rear-facing seat and roll-down tail gate window. 
Two-seat models provide 7!/2 cubic feet for luggage under the 
floor. 





FORD'S station wagon series includes six models all on a dif- 
ferent body shell than regular passenger cars. In the two-door 
they offer the Ranch Wagon and Del Rio Ranch Wagon. The 
four-door lineup has both six and nine passenger Country Sedans 
and Country Squires. Ford engines are brand new and claim a 
15% increase in fuel economy. 





WILLYS' utility wagon is a rugged vehicle with 4-wheel drive a 
top feature. Willys also has a power take-off to operate genera- 
tors, winches, etc. A 75 HP and a 115 HP engine are available. 
These are nine forward combinations and three reverse power 
combinations. Tail gate space is especially good — 39" high, 


58" wide. 
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STUDEBAKER'S Scotsman station wagon is one of the lowest 
priced wagons and the small engine (101 HP) should be eco- 
nomical. The interior is in vinyl for easy cleaning. 





CHEVROLET has an all-new line with a full range of two-door and 
four-door station wagons. All cars have dual-headlights and a 
full-range of extras, including air suspension. 





INTERNATIONAL's Travelall seats eight, or offers truck carrying 
capacity from 4,200 to 7,000 pounds. Seven models are offered 
with four wheel drive optional. All units have three doors, two on 
curb side. With rear and middle seats removed, the vehicle will 
carry 4 x 8' sheet material on floor behind three passengers. 


November 1], 1957, AMERICAN LUMBERMAN 





Two of the 30 Mack trucks with 5-7 yard mixer bodies operated 
by Quebec Ready Mix. Under constant operation, these 
staunch performers prove that you can’t beat a Mack for... 


Big-yardage earning power 


One driver ...one big-yardage Mack... and 
you’ve got twice the earning power of a small- 
yardage mixer. Not only do Macks haul bigger 
batches, but they keep on hauling them month 
after month at top operating economy with only 
routine maintenance and service. 


When the competitive trend is to big-yardage 
mixers, can you afford not to operate the kind 
of 414- to 10-yard haulers that Mack, with its 
unmatched experience in heavy-duty trucks, 
builds so well. From big-capacity, versatile B-40’s 
to super-capacity B-80’s, there’s a big-yardage 
Mack that will haul your ready-mix more effi- 


ciently and more economically. 


Let on-the-job performance be the proof! See 
your Mack representative for the names of Mack 
users in your area. Mack Trucks, Inc., Plain- 
field, New Jersey. In Canada: Mack Trucks of 
Canada, Ltd. 


MACK 


first name for 


TRUCKS 








The New Red Brand 


vor- ih’ e-lalal=r-linten 


1.4 4-9) | ee 2 2 


an extra 





roll sign... 


ote} eo} ol-) td el-r- lalate Mm i-lales = 


& WIRE COMPANY °« PEORIA, ILLINOIS 


selling aid for you! 


Famous RED BRAND fence, recognized for years by 
, the top red wire, now carries another mark of quality — 
only fence line a metal RED BRAND sign. It’s a new and special fea- 
that sells on sight! ture designed to help you get still more customers and 
faster sales. It teams up with the widely-known 
RED BRAND to let everyone know the best fence on 
sight! Now, every roll you sell will add another local 
poster to help you sell still more. 


This display, firmly attached to the woven wire, is 
putting the name of RED BRAND out front—on 
highways, on roads, in stores. Your customers will be 
seeing this sign on RED BRAND fence on farms 
throughout your territory. They’ll be seeing it on rolls 
of RED BRAND fence in your place of business. 


Farmers know the name of RED BRAND means extra 
value. They’re learning the facts about this long-last- 
ing fence through Keystone advertising in leading 
farm publications and over radio and television. 


See your RED BRAND salesman soon to learn how 
RED BRAND promotions benefit you. 


KEYSTONE STEEL & WIRE COMPANY ° PEORIA 7, ILLINOIS 
RED BRAND® Fence - RED BRAND® Barbed Wire - Bale Tie - RED TOP® Steel Posts + Nails - Keyline Poultry Netting 
Ornamental Fence + Non-Climbable Fence + Gates - Keymesh® + Keycorner + Keybead + Keywall 
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LUMBER LOADS on carrier from yard 


storage to track assembly area. 


ae 


LUMBER FROM ASSEMBLY AREA piles go onto track 


conveyor, made up for specific house loads. 








. . + onto waiting 
roller-equipped 
semi-trailers, picked 
up by delivery 
trucks. 


HOUSE LOADS of lumber mechanically handled 
off track conveyor-dolly .. . 























DUPLICATE LOADING of conveyor-dolly from alter- 


nate side of track. 
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MECHANICAL HANDLING— 
ORDER-ASSEMBLY 


Assembly-Line 
Order-Picking for 
House Loads 


<_— 


An order-picking method which uses a unique 
assembly-line system brings maximum efficiency 
to fulfillment of house job orders at Forest City 
Material Co., Cleveland. 


As shown on the facing page, the various 
stocks of all species and lengths are brought 
into the concentrated assembly shed by lumber 
carriers. Then, the quantities of lumber needed 
for a specific house load are picked from these 
piles, placed onto a home-made conveyor-dolly, 
which rolls on tracks. As the dolly rolls along 
the tracks, additional stocks are picked as re- 
quired. 


While one dolly is being loaded and rolled 
toward the center of the track, another dolly is 
being loaded with other lengths and species 
from the opposite end. When they meet in the 
center, the two dolly loads provide one complete 
house load. 


These are then picked up from the track 
dollies by lift truck and carried to waiting semi- 
trailers. The company’s delivery trucks drive 
in, hitch on the semi-trailers and speed away 
to building sites in a matter of minutes. Maxi- 
mum efficiency is achieved when the assembly is 
for a series of houses in a tract or project devel- 
opment. 


The system has proved so successful that a 
greatly expanded version is now being planned 
for Forest City’s mammoth new yard in 
Brooklyn, Ohio, near Cleveland. The new loca- 
tion (A.L., July 8, page 42) includes 120,000 
square feet of storage and warehouse area. 
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Famous 
Symbols of 
ae 


® Used with consent 
of Prudential 


10 THOS 
yo? : fy 


Certified Dry 
VG & FG Stock 
All Patterns 
Mouldings 


Trademarks, treasured 

by their owners, can also 
become valuable to buyers 
as guideposts to quality. 
Such a trademark is 
“NOYO,” backed by 
Union Lumber Company’s 
three-quarters of a century 
of quality 

Redwood service. 


MIXED CAR 
SHIPMENTS 


Modernized mills and 
equipment and accurate 
filling of orders help 
keep true—“‘once a 


Noyo Dealer—always.” 


Union Lumber COMPANY 


SALES REPRESENTATIVES 
THROUGHOUT THE NATION 


TREE FARMERS AND 
MANUFACTURERS 


FORT BRAGG 
CALIFORNIA 


San Francisco 
Los Angeles 
Park Ridge, Ill. 
New York 


Member California Redwood Association 
Circle No. 29 on Coupon, page 122 
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ese 2 (reat Sales 
Paint Customers 


dream rooms 


PAINTS » GLASS « CHEMICALS « BRUSHES e« PLASTICS « FIBER GLASS 


P PITTSBURGH PAINTS 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
November I], 1957, AMERICAN LUMBERMAN AND 





Aids To Bring More 
Into Your Store! 





© convert today’s surging interest in home decoration into 

more paint sales for its dealers, Pittsburgh has just issued a 
portfolio of unusual and distinctive rooms. These ‘dream rooms”’ 
were specially designed by nationally prominent decorators. 


@ This attractive portfolio supplements Pittsburgh’s “Living in 
Color,” a highly popular guide to modern home color planning 
and painting. Both portfolio and color guide are featured in 
Pittsburgh Paint national advertising. 

e@ Homeowners are invited to obtain copies from their Pittsburgh 
Paint dealers. If you are interested in using these two great sales 
aids to bring more customers into your store, call your nearest 
Pittsburgh Plate Glass Company branch, or mail coupon at right. 


Paint Division, Dept. AL-117 


yy ou- Pittsburgh 22, Pa. 
to wo Y Gentlemen: Please send me details on how | can put your new 


“Dream Room” Portfolio and “Living in Color” book to work 


to put these Pittsburgh Plate Glass Company, 


to increase my paint sales. 


“are COUPON! | 


Street Address 
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“oes the 


fastest selling 


paint | have 


ever sold” _ 


That’s what the dealer said 
about new 
PLASTIC COLOR-SPREE. 


“SY-To-use watt PAINT ( 


Here’s the letter* ~ 

meg ~— 

°€ Having sold Kyanize Paint over a period 
of years, and finding it the best on the 
market, I decided to place in our store 
the full line of Plastic Color-Spree. 


*% can truthfully say it's been the fast— 
est selling paint I have ever sold, and our 
many customers can not speak highly enough 
of this particular merchandise. 


Plastic Color-Spree — the wonder wall 
finish that anyone can use.’” 


*name and address on request 


THIS LETTER iS TYPICAL of many we are re- 
ceiving from Kyanize customers. Many thanks to 
the writer for summing up Plastic Color-Spree’s 
ges so neatly — “The wonder wall 
nd don’t overlook 
t in 


many advanta 
finish that anyone can use.” Ai 
that “fastest selling” part. It’s important. Ge 
touch with your Kyanize Paint salesman — now. 


Kyanize 
PAINTS, INC. 


Everett 49, Mass. Springfield, Ili. Montreal, Canada 
Circle No. 31 on Coupon, page 122 
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Mechanical Handling — Unit Loads 





—Courtesy, Bemis Bro. Bag Co. 


“FITTED" REINFORCED PAPER COVERS make handling easy by 
fork lift trucks. 


Paper Covers for Lumber 
Shipped on Flat Cars 


Top-grade lumber is now being shipped on flatears 
by using economical reinforced paper covers for pro- 
tection. The load pictured above, originated at a West 
Coast mill, arrived in good condition at Susquehanna, 
Pennsylvania. 

The 1x6” lumber was banded in packages, then covers 
were slipped on. There were 12 units, eight measuring 
18’x49”x41”, and four measuring 10’x49”x41”. The total 
load was 39,744 board feet of lumber, shipped on a 40’ 
double-bulkheaded flatcar. Unloading time for the car 
is estimated at 40 to 45 minutes. 


The covers consisted of two piles of heavy kraft 


paper, asphalt-laminated together and reinforced with 
a fiber glass scrim. 


ITM 


$5 Discount for Packaged Lumber 


As wholesalers discover the benefits of packaged 
lumber, discount benefits accrue to the retail dealer 
ordering by the unit. Typical is the $5 off-list discount 
for units offered by Stambaugh Lumber Co., Youngs- 
town, Ohio, for a load of 5,000 board feet or more. 
A $3 off-list price is gained on orders from 3 to 5,000 
board feet. 


Stambaugh’s units (which may be combined) are 
made up as follows: 
DIMENSION 
| unit, 2x4s, 
unit, 2xés, 
unit, 2x8s, 
unit, 2x10s, 
unit, 2x12s, 


HMMA 
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BOARDS 

1 unit, 1x12, #40 Pond. Pine 
1,500 ft. 

| unit, 1x12, #30 Pond. Pine 
1,500 ft. 

| unit, 1x8, #20 Yellow Pine 
Sheathing, 1,500 ft. 


200 pes. 
90 pes. 
60 pes. 
60 pes. 
45 pes. 











Profit with Fonestone. 


Help Meet The Need For Home Sound-Conditioning 


Simpson Forestone* is the first 
low-cost noise-quieting ceiling ma- 
terial ever developed that fits beau- 
tifully into any home design. It has 
a luxurious decorator-styled tex- 
ture, as well as being a most effi- 


cient sound-conditioning material. 


The home sound-conditioning 
market is growing rapidly. The 
powerful merchandising which 
Simpson is putting behind Fores- 
tone will help you get into that 
market—quickly and profitably. 


Forestone is easily installed by a 


builder’s own workmen — simply 


applied by do-it-yourselfers. The 
flange-joint permits error-free in- 
stallation. 


Forestone is available to you in 
9/16” x 12” x 24” flange-jointed, 
tongue-and-groove tiles that are 
center-scored to appear like 12” x 
12” tiles when in place. They are 
factory-painted with a warm-white, 
flame-resistant finish. 


Be a Forestone dealer and profit 
from the growing demand for 
quieter homes. Send in the coupon 
below for further information 
about Forestone and the name of 
your nearest Simpson distributor. 


Strong National And Trade 


Su 


Fissured 


BUILDING PRODUCTS MERCHANDISER 


Advertising 


e Full pages in color throughout the year 
in national magazines to help you sell 
Forestone! 


e Full pages in “House & Home”, “Prac- 
tical Builder” and other trade magazines 
to reach your builder-contractor trade! 


e Plus a full line of hard-selling merchan- 
dising and point-of-sale aids! 


re 4s 


Simpson Logging Company, 
1014 White Building, Seattle 1, Washington 


Please send me complete information on Forestone, and the 
name of my nearest Simpson distributor. 


ee jeiecupt 
FIRM_ = 

ADDRESS saa 

Si ae 9), | ent YY 8 


(please print) 
*Reg. U. S. Pat. Off.—U. S. Pat. No. 2,791,289 
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CALCASIEU 


a. 





BIG GLASS JOB for Calcasieu 
Lumber Co. was Austin's recent- 
ly completed American National 
Bank, the city's first ‘curtain 
wall" structure. All the glass 
and metal front work were done 
by Calcasieu's glass department. 


IT'S EASY to handle huge cases of win- 
dow glass when you have a power chain 
hoist running on an overhead rail, like 
this one at Calcasieu Lumber Co., Austin, 


Texas. 


Glass Department is Big 


Business 


Texas firm has a 20-man force handling 


everything from a broken light to a glass 


curtain wall, 


Sale of window glass and related items is big busi- 
ness at Calcasieu Lumber Co., Austin, Tex. 

“We provide a complete glass service,” said W. B. 
Lacy, department manager. “We take care of every- 
thing having to do with glazing from the smallest 
broken light to the glazing contract on big commer- 
cial buildings.” 

Lacy’s department employs 20 men. These include 
Lacy, three salesmen, a shop foreman, a field super- 
visor, an auto glass man, four store front metal men 
and nine helpers. 


Big contract volume. The glass department of 
Calcasieu Lumber Co. has been successful in contract 
glazing and store front metal, Lacy pointed out. About 
80% of the total departmental volume is in the con- 
tract field. 
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Work in the glass department includes metal win- 
dow glazing, store-front work, mirrors, wholesale, auto 
glass, sash and door glazing for the products of the 
Calcasieu mill and general glass work. 

Glass is purchased in carload quantities. Mirrors are 
bought in large sheets and cut to size as required. 

In order to carry on its extensive operations, the 
glass department operates seven trucks, including one 
large heavy-duty glass truck, two of medium size and 
four small units. To facilitate handling heavy cases of 
glass in the shop a 4,000-pound capacity overhead 
trolly chain hoist is used. 

Merchandise successfully handled by the department 
in addition to glass include metal windows, steel slid- 
ing doors, jalousie windows, shower doors, bath tub 
enclosures and miscellaneous aluminum work. 
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let’s talk turkey about your business 


It's a good time — as the year comes to an 
end — to take stock of your business opera- 
tion. And especially, your new business 
operation. In these days of stiffer competi- 
tion and rising overhead, the costs of finding 
new business have gone up steadily. That's 
why it’s more important than ever to con- 
centrate your efforts where you know there's 


TO: DODGE REPORTS, DEPT. 29, 119 


Yes! I'd like to see how to get more busi- 
ness by knowing in advance who’s going 
to build what, when, where. 

I want to know whom to contact and 
when to submit bids. 

I'd like to see some Dodge Reports and 
I'd like a copy of your booklet that tells 
how to use this accurate, daily, up-to-the- 
minute construction news service. 

I understand that I can pick just the 
area and type of construction activity that 
interests me. Also, that I won’t have to 
wade through piles of extraneous data to 
find the information I need. 


business to be had. And that's why you need 
Dodge Reports! They tell you in advance 
what jobs are coming up in the construction 
field that will interest you .. . and whom to 
contact about getting them. 

If you'd like to see how to get more and 
better business, just read and mail this cou- 
pon today! 


WEST 40th STREET, NEW YORK 18, N. Y. 


I'm interested in General Building 
House Construction [| 
Engineering (Heavy Construction) 


in the following area: 


ADDRESS 


\VNP lr, 
AN | Y, 
‘\ 4 


Dodge Reports 
For Timed Selling to the Construction Industry 
“Hine 
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CUT Tipp 
€0cEs” 
OME 1060 104 
HEAVY CUTtiye 


ONE tg, toa 


HT 


This is something 
really TERRIFIC in 
Hand Hacksaw 
Blades. A 12-in. 
Double Edge 
Blade that han- 
dies all types 
of metal cut- 
ting. Home 
owners and 
mechanics 

will both 

go for 

this 


Blades 


individually 
Carded 


18 teeth 


on one edge 


24 teeth 


on other edge 


G. W. GRIFFIN COMPANY 
Franklin, New Hampshire. 
Sales Representatives 
John H. Graham & Co. Ine. 

105 Duane Street, New York 8, N. Y. 
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MECHANICAL HANDLING — UNIT LOADS 


¢ re ge acs =: 
WOODEN PALLET STRINGERS 
with metal strapping are placed in 
a steel jig by a worker. Jig is de- 
signed to permit entry of lift truck 
forks under stringers when frame 


is loaded. 


ae : 
yee >a 


METAL STRAPPING is sealed, after 
seven layers of pipe (35 pieces) 
have been loaded into the frame. 
This palletized load weighs approxi- 
mately 2,000 pounds. 


2 FIRST LAYER of 8" vitrified clay 
pipe is placed by fork truck into the 
pallet type frame. Dunnage strips 
go between each tier of pipe to 
cushion the layers. 


UNIT LIFTED FROM JIG by fork 
truck and delivery for Gladding, 
McBean & Co., Los Angeles. Han- 
dling hours are saved, breakage re- 


duced. 


Cuts Pipe Load Time from 16 to 3 Hours 


Economical storage and shipment 
of vitrified clay pipe with a reduc- 
tion both in breakage and handling 
costs has been achieved through a 
system of palletizing and fork truck 
handling at Gladding, McBean & 
Co., Los Angeles. 

Pipe up to 8” diameter may be 
stacked end-for-end on a steel jig- 
gering frame by means of a fork 
lift truck equipped with a special 
pipe handling attachment permit- 
ting 4 to 8 pieces of pipe to be 
moved at one time. 

After the pipe has been stacked 
in the frame, a no-charge, expend- 
able wooden pallet type bracing is 
banded around the pipe and the unit 
load transported to the storage area 


by a fork lift truck. Under the old 
system, loading an average truck 
with clay pipe required 16 man- 
hours; now the same job requires 
the equivalent of three manhours 
in personnel and equipment time. 

Railroad and trucking officials say 
that this system has reduced in- 
transit breakage by an average of 
75%. On-the-job palletizing helps 
because contractors can keep clay 
pipe in a central location where it 
is not as susceptible to breakage 
as under former conditions where 
it was spread over the ground. 

Drain tile, clay fittings and flue 
lining are also palletized under this 
system. 
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Why package lumber? 


Why should your mill package lumber? 


. .. Because you can sell more lumber and give better service to cus- 
tomers. Most of the larger lumberyards now have lift trucks. Using 
mechanized unloading methods, they can greatly reduce their han- 
dling costs. One yard we know has unloaded a car of packaged 
lumber in 16 minutes! 


. Because you can get a better price for packaged lumber. 


. Because you can save on loading time. One mill we know has 
loaded a carload, packaged, in an hour and 15 minutes, using only 
two men. 

But aren’t there a lot of problems in shipping packaged lumber? 
... Yes, indeed. Problems that concern the mill, the railroad and the 
lumberyard. 
And aren’t the problems apt to be different at different mills? 
... They are. 
Then how should you go about packaging lumber? 

.. We have worked with various mills, and have developed and tested 
ways of shipping packaged lumber. We have men, experienced in 
lumber shipping, who can help you adapt these tested methods to 
your own operations. And we have a nationwide network of men 
working with lumberyards and railroads who can help co-ordinate 
your program with your carriers and your customers. 


.. We'll be glad to help. It costs nothing to find out what we can do 
for you. Just call the Signode man near you, or write: 


SIGNODE STEEL STRAPPING CO. 


2605 N. Western Avenue, Chicago 47, Illinois 


Offices Coast to Coast. Foreign Subsidiaries and Distributors World Wide. 
In Canada: Canadian Steel Strapping Co., Ltd., Montreal * Toronto 
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One of the greatest advances in 
Modern Packaging 





LETTERS 


Facts on Cash-and-Carry 


To the Editor: I would like to com- 
pliment you on your October 14 edi- 
tion editorial on cash-and-carry. It 
should be read by every dealer who is 
faced with cash-carry competition. 

I would like to correct your article, 
however, in reference to our company. 
The Peacock Lumber Co. did not con- 
vert to cash-and-carry as stated in 
your report. We converted a recently 
purchased yard, Kerr Lumber Co., a 
subsidiary, to the Kerr Cash-Way 
Yard. 

We spent 18 months investigating 
various cash-and-carry operations. We 
finally concluded that cash-and-carry 
was here to stay, but also realized the 
“Service Yard” is a must and will 
survive if properly handled. In our 
Cash-Way yard we realized we must 
give nae f — = gems as have 
others, that the highest quality is not 
BRILLIANT : a what the customers always demanded. 

NEW BOX! “ A I might add that we always advertise 

sa . £e : grade with our price so that the pub- 
You HAVE to sell screws — so lic will know that they can be sure 
why aot use this high-prost, : TZ gy De ace tacy as Gied th the 
low-selling-cost method? Self- : me Le te performance of this yard so far; it is, 
service merchandiser makes it es, “Le _ in fact, far above our expectations. 
easy for the customers to buy. he : * Mies We are now in the process of put- 
Generous quantities in one-price = mage Be ting more emphasis on the Peacock 
clear-plastic boxes give the ae Ne Pa 7. ee Lumber Co. our “service yard.” We 
buyer more for HIS money, too. . : i /4 hope in a few months to have more 
Everybody wins! package selling, eliminating the price 
per thousand, increasing our service 
advertising, FHA Title I financing 
and others, better display. We are 
now ready to go “all out.”—Walter A. 
Peacock, President, Peacock Lumber 


Co., Port Huron, Mich. 





Editor’s Note: The American Lumberman report 
and editorial on cash-and-carry received one 
of the heaviest reader responses in years. 
Space does not permit publication of all the 
letters. A second cash-and-carry article, how- 
ever, is now being prepared for early publi- 
cation. 


Learns by Mistakes 

To the Editor: I have just read your 
May 27th editorial and I just wanted 
to let you know that I, too, think the 
“worst mistake” idea is really excel- 
lent. Regardless of our specialized 
field, reading this editorial gives us 
much more valuable insight into the 
how-to’s of selling merchandise at a 
profit. — James B. Lynn, advertising 
manager, American Floor Machine 
Co., Toledo, Ohio. 





Editor's Note: Send us your worst mis- 
take and what you did to correct it. We 
will pay the contributor $5 for each such 
item published. 





More Dealers Than Ever 
are Now Reading 


TOOL 
ELCO inn SCREW CORP. AMERICAN LUMBERMAN 


1800 BROADWAY, ROCKFORD, ILL. 
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AMONG RECENT DEVELOPMENTS 
— THE NEW, IMPROVED HOMASOTE BEVELED SIDING 
— THE NEW HOMASOTE GROOVED VERTICAL SIDING 


There’s always NEWS in HOMASOTE 
Now its 4x 8" 





for walls 


*x You erect — 





and ceilings 


in 4’ x 8’ panels 


in one piece — 








thirty-two 12” tiles 





with 12” or 16” 





or eighteen 





tile designs 


16” tiles 





Also available —for 








acoustical treatment — 





with random perforations 





Here—exclusively and for the first time— 


Every tile is straight and true—no matter 





in 4’ x 8’ panels—is a weatherproof, linen- 
surface, sound-deadening tile board — 
equally satisfactory as wall tile and for ceilings, and indoors 
or out. The special 3-stage groove joinings—at sides and ends 
—mean beautiful “unbroken” coverage of any wall or ceiling 
area, large or small. These panels are supplied either plain 
or painted (white) one coat, one side. 

Now add the standard structural strength, the insulating value 
and the permanently crackproof quality of 2” weatherproof 
Homasote. You build lasting beauty into sound construction. 


The panels—with their groove-lap joints—actually measure 
48%0" x 96%6” in order to give 
the full 4’ x 8’ coverage. With no 
gluing—and many fewer nailing 
and handling operations — eighteen 
16” tiles or thirty-two 12” tiles go 
into place at a time. This means 


true economy in application. 


3-stage groove-lap joint 
on both sides and ends 


how many panels are used. The 3-stage 
groove-lap joints continue the tile pattern 
accurately, allow for expansion and contraction. Their sturdy 


edges withstand even rough handling. 


Here is a wholly new product—for new construction and for 
modernization—a 
Get the facts on Homasote PANL-TILE and start telling them 


product to boost your sales right now. 


to your Customers. 


Write us for illustrated literature and also for your copy of 
The Homasote Handbook. It took almost 40 years to write 
this 68-page book on the know-how 

of building; we have yet to find an 

architect, builder, dealer or home 
owner who did not find new (and 
often unexpected) values in this 
book. Write us today. Kindly ad- 


dress your inquiry to Dept. L-14. 


IN CANADA: TORONTO, ONT.—P. O. Box 35, Station K © MONTREAL, F 
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Window Display Effective Sales Tool 


Exciting window displays that 
also sell products can be created 
without too much trouble and ex- 
pense. Glenn E. Liebsch, manager, 
J. F. Anderson Lumber Co., Perry, 
Iowa, has proved this. He believed 
people are interested in a new con- 
struction project rather than just 
the products that go into such a 
project. 

He created a construction scene 
in his window, using 2 x 4 studs 16” 
on center and installing a double- 
hung window and some blanket in- 
sulation between the studs. Then 
he spread sawdust on the floor to 
lend a natural atmosphere together 
with samples of ceiling tile and 
floor tile and paneling. 

Oscar, the Operation Home Im- 
provement symbol, was created out 
of fir plywood, also a symbolic horse 
by using a hand saw for a head, a 
mop for a tail and another mop for 
a mane. Banners from manufactur- 
ers were strung diagonally across 
the window. 

Although it is hard to pin-point 
the results of such a display, Liebsch 
tells this story: 

“We had a woman come in the 
other day and give us a paint order 
amounting to $75. When we asked 
her how she happened to come in, 
she replied: ‘I live just a few blocks 
down the street and my husband and 
I pass your window when I take 
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him to work every morning. We saw 
the paint in the window and we got 
a big kick out of the little man and 
his horse. I needed paint, so I 
came in.’ ”’ 


"In-and-Out" Board 


Employe status board mounted on 
the switchboard at the Erb Lumber 
Co., Royal Oak, Mich., tells at a 
glance whether an employe is “out” 
or “in” and if “out” when he ig ex- 
pected back. (If you’d like the name 
of the firm which manufactures this 
board, just drop a line to American 
Lumberman, 139 North Clark St., 
Chicago 2, Ill.) 


$100 Credit 
for 
Newcomers 


Plenty of parking spew 
for One-Stop Shopping 
at ous new 


Diooks. Yourselt Cpniter 

New residents 
in New Canaan, 
Conn., receive an 
unusual welcome 
from Weed & 
Duryea, a retail 
building mate- 
rials firm, in the 
form of a two- 
color 8145 x 6 
direct mail piece 
folded in the 
center. The let- 
ter occupying 
one side of the 
sheet signed by 
president H. F. Jones, Jr. 
follows: 


WEED’S 


seme Newabeling swede 


THE BEST SERVICES AND FACILITIES IN NEW CANAAN! 


WOcdwara 6-2673 


reads as 


“Dear Mr. and Mrs. Olin: 


‘“‘We’d like to welcome you to New 
Canaan and extend best wishes for 
happiness in this nice town. Weed’s 
have been serving New Canaan resi- 
dents since 1868. We’d like to serve 
you, too, so to start things off, we 
have opened an account in your 
name entitling you to charge up to 
$100, which you are free to start 
using at any time. We’re looking 
forward very much to being of serv- 
ice to you.” 


The cover carries this plug: 
“Plenty of parking space for one- 
stop shopping at our new do-it-your- 
self center for homeowners and get- 
it-quick headquarters for contrac- 
tors.” The back page has a clear, 
localized street map showing Weed’s 
store and listing 34 major products 
carried by this New England firm, 
which emphasizes plenty of parking 
and service. 


High-Level Sales 


Week-end specials with a juvenile 
appeal has helped bring both adults 
and children to the Hillsdale Build- 
ers Supply Co., San Mateo, Calif. 
One of the most successful was a 
promotion of stilts—over 450 pairs 
were sold over three week ends. 

They were priced at 40¢ for the 
four-foot size, 60¢ for five feet and 
80¢ for the six-footers. A good many 
fathers were exposed to the Hills- 
dale yard for the first time by a 
young son or daughter who dragged 
his parent into the yard for stilts. 
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WITH FULLY AUTOMATIC TRANSMISSION 


GIVE INSTANT POWER FOR SMOOTHER, FAST-CYCLE HANDLING 


Automatic Power Control. Full power the instant 
it’s needed for fast starts or climbing grades...for accurate 
inching while lifting capacity loads at 60 feet a minute. 
Loads are spotted fast! 


Fast-Cycle Operation. Maximum maneuverability in 
tight areas. Power steering. Power brakes. Separate inch- 
ing control. No clutch pedal or shifting of gears. Travel 
speeds up to 20 MPH. Result: more trips per hour, more 
volume per day. 


Greater Stability. Automatic transmission for smooth 
starts and travel. Low center of gravity with high under- 
clearance. Fast, controlled lowering. Broad lifting base and 
side-thrust rollers for extra stability. H-beam side mem- 
bers in frame for extra strength. Large, high-flotation pneu- 
matic tires give good traction anywhere. 

Yale G-3 Series High-Capacity Gas and LP-Gas Trucks are de- 
signed for attachments, engineered for minimum loss distance. 
Also available with Fluid Coupling or standard transmission. 


YALE 


*REG. U. S. PAT. OFF 


INDUSTRIAL LIFT TRUCKS 
AND HOISTS 


The Yale & Towne Mfg. Co., Yale Materials Handling Division 
Manufacturing Plants: Philadelphia, Pa.; San Leandro, Calif. 
Gasoline, Electric, Diesel & LP-Gas Industrial Lift Trucks 
Worksavers * Warehousers * Hand Trucks * Hand and Electric Hoists 


BUILDING PRODUCTS MERCHANDISER 


EXCLUSIVE YALE 
“WIDE-ANGLE VISION” 


300% more visibility than 
any other truck of its type! 
Wide spacing of channels, 
lifting chains and hoisting 
cylinders, and open-design 
carriage give maximum for- 
ward visibility plus wide arc 
of vision for fast, safe han- 
dling of big loads. 


CAPACITIES: 
15,000 to 20,000 LBS. 


The GSS Breas Manufacturing Company, 


Dept. A-6211, Roosevelt Boulevard, Philadelphia 15, Pa 
Please send me brochure No. 5230A about the new 
High-Capacity Gas Trucks 

Name Title 
Company. 

Address__ 


i Zone State 


In Canada; write The Yale & Towne Manufacturing Co., 


St. Catharines, Ontario, Canada 
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New Garage Mats Now Available 


The mats reproduced on the opposite page are from 
American Lumberman’s new No. 2 ADservice. Hundreds 
of dealers from coast to coast are using this practical, 
low-cost, professionally-prepared service to increase ad 
readership and results. Send coupon below for free cata- 
log showing 109 mats plus suggested copy and layouts for 
year-round campaign. 





BEST SIGNATURE CUT HERE 


BUYS SEE US FOR BEST BUYS! 
rt Quality-Built GARAGES 


(YOUR NAME) 


GARAGES 


LOW AS $00 PER MO. 
































YOUR NAME YOUR NAME 























AMERICAN LUMBERMAN 
139 No. Clark St., Chicago 2, Illinois 


(CJ Send me FREE No. 2 ADservice catalog 
(] Send me mat page No. 28. | enclose $3.95 
C) Send all twelve mat pages Nos. 23 to 34. | enclose $44.90 


Street 


.. Zone State 











NAME OR SIGNATURE CUT HERE 
SEE US FOR BEST BUYS! 


cvaln-bor GARAGES 


LOW AS $00 PER MO. 


LOW AS $00 PER MO. 


LOW AS $00 PER MO. 


YOUR NAME 











The three suggested ads above show how mats on 
the opposite page can be arranged in ads of various 
sizes. The mats are finest quality made, insuring sharp 
clean reproduction. 

Left: 1 col. x 11 in. ad using mats nos, 298, 300, 302. 
Center: 2 col. x 11 in. ad with mats nos. 303, 298, 300, 
302. Right: 3 col. x 16 in. ad using mats nos, 303, 299, 
297, 301, 302. 
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American Lumberman Biteibtenamane 


ADservice 28 


Mats are shown 
on this page actual 
size. This entire 
page of mats of- 
fered to dealers 
only at $3.95 — a 
small fraction of 
cost of original 
drawings and 
plates. Mats are in 
stock now for im- 


2-Cor Garage MAT NO. 297 ii en ae Oe ee 



































MAT NO. 302 
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Porch-Type Garage MAT NO. 299 
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1-Car Garage MAT NO. 301 
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y TALK of the INDUSTRY 


WONDER-BOY X-100 is the name Simplicity Mfg. Co., Port Washington, Wis., has given 
to this model of tomorrow's power mower. Just under nine feet in length, it stands six 
feet high and weighs close to 500 pounds fully equipped. The X-100 is designed as a 
vehicle for shortrun highway travel as well as a yard mechanic. 


The Power Mower of the Future? 


A huge plastic dome in which 
the rider may sit in air-conditioned 
comfort on an air-foam cushioned 
seat, surrounded by aircraft-type 
instrument aids, dominates a fu- 
turistic model of tomorrow’s power 
mower. Named the Wonder-Boy 
X-100, the ‘“‘years ahead” model re- 
cently was unveiled by Simplicity 
Mfg. Co., Port Washington, Wis., 
manufacturer of lawn and garden 
power equipment. 

The X-100’s fabricators contem- 
plate that its 10-12 hp Briggs & 
Stratton engine will provide run- 
ning speeds up to 10 mph, sufficient 
for shortrun highway travel, in 
addition to performing a host of 
chores around the yard. It will 
mow the lawn, weed it, feed it, seed 
it, spray for insects, plow snow, 


haul equipment and provide handy 
power-takeoff utilities. It could 
even be used as a golf cart. The 
X-100 will have its own electric 
generating system for operating 
running lights, radio-telephone, air 
conditioning and a cooling system 
to provide a chilled drink on a hot 
day. 

Sounds fantastic? Simplicity 
doesn’t believe such a development 
at all impossible. Although neither 
production blueprints nor order 
blanks are ready for the Wonder- 
Boy X-100, director of sales R. L. 
Smith says, “There is no doubt that 
some of the ideas incorporated in 
this futuristic approach to yard 
care will begin appearing on lawn 
mowing equipment in coming 
years.” 





Kaiser Aluminum Names 


An all-expense-paid vacation in 
Hawaii is the reward for three 
winners of two nationwide build- 
ing materials contests sponsored 
recently by Kaiser Aluminum & 
Chemical Sales, Inc., Oakland, 
Calif., for dealers and salesmen. 
The winners are Robert E. Dorns- 
bach, a partner in the Moser Lum- 
ber Co., Eldora, Iowa; A. L. Flohr, 
Jr., Davenport, Iowa, and R. E. 
Callaway, Kansas City, Mo. Messrs. 
Flohr and Callaway are members 
of Kaiser Aluminum’s sales or- 
ganization. 

held 


The two contests were 


86 


Winners in Two Contests 


simultaneously during the first 
half of 1957 to promote the sale of 
the company’s corrugated alumi- 
num roofing and siding. The win- 
ners and their wives will enjoy an 
expense-paid, two-week vacation in 
Honolulu, including numerous side 
trips about the islands. Dealer con- 
test winner Dornsbach earned his 
trip by forecasting in correct order 
the relative effectiveness of four 
Kaiser Aluminum magazine ad- 
vertisements, which were  pub- 
lished in April, May, June and 
July. 


The Lumber Industry's 
Future Looks Good 


Hillman Lueddemann, vice-presi- 
dent and manager of Pope & Tal- 
bot, Inc., Portland, Ore., is con- 
vinced that Oregon’s dominant 
lumber industry will start a slow 
climb back to prosperity next May. 

Lueddemann addressed the 9th 
annual conference of the Oregon 
Bankers Association and forecast 
that the low point in the current 
soft lumber market will be reached 
this winter and that some mills 
may have to close. 

“For the long term,” Luedde- 
mann declares, “the future of the 
lumber business looks very good 
and the industry will be back in 
high gear by 1962.” 


 f 


THESE FOUR PULLS (left) are repre- 
sentative of a new group of pulls an- 
nounced by Yale & Towne for its latest 
panic exit device (right). 


we; 
vy, 


Variety Spurs Yale 
Sales to Record Peak 


Variety is the spice of the hard- 
ware business, or at least it is for 
Yale & Towne Mfg. Co., New York 
City, which will achieve this year 
an all-time record level of sales in 
its lock and hardware operations, 
reports vice-president Leo J. Pan- 
tas. As a result of its policy of 
broad diversification within prod- 
uct lines, Yale & Towne now reg- 
ularly produces hundreds of differ- 
ent hardware items. This variety of 
product, supported by stepped-up 
marketing activities and expanded 
production facilities, is making it 
possible for Yale & Towne “to ob- 
tain an increasingly larger share of 
the hardware market,” Pantas said. 

Highlighting the Yale parade of 
locks and hardware are several ma- 
jor new product lines scheduled for 
national distribution at the end of 
this year and in 1958. Featured 
among the new products are new 
Yale rack and pinion door closers; 
a new series of Yale panic exit de- 
vices; a broad range of new, boldly 
designed door knockers; additions 
to the Yale lines of escutcheons and 
roses for key-in-the-knob-type locks 
and the first products in a new line 
of Yale bathroom fixtures and ac- 
cessories. 

(continued on page 88) 
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Aggressive Building Supply Dealer... 
All-Purpose Clark Truck 


This dealer ‘“‘sells everything you’d need to build 
house with the exception of a lot.’”’ This Clark truck 
handles everything they sell. And what a job it does. 
Look at some of the features of this Clarklift CY 150: 
power steering, power brakes, finger-tip controls, plane- 
tary drive axle, no clutch, torque converter, power-shift 
transmission, oversize tires, maximum underclearances, 
etc., etc., etc. The advantages of the Clarklift CY 150 
are many ... and they’re all standard equipment! It sets 
the working pace regardless of conditions, regardless of 
terrain. Said this owner, ‘‘We’ve found nothing that can 
compare with this Clark truck as far as getting work 
done . . . regardless of working conditions or type of 
load.”” How about you? Big yard, or small, there’s a new 
Clarklift to handle your job. For specification sheets, 
simply call your local Clark dealer or write us direct. 

Your local Clark dealer is listed in the Yellow Pages 
Industrial Truck Division CLARK EQUIPMENT COMPANY 
Battle Creek 40, Mich. *Clarklist is a Trademark of Clark Equipment Con 
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The Most Successful Men 
in the 
HOME BUILDING INDUSTRY 
Will Be There... 


National Assuc iation 


HOME BUILDERS se a 


January 19-23, 1958 


Be Sure YOU Attend 


This will be the building industry’s biggest show...a gigantic 
five-day preview of what’s new, with 780 exhibit spaces jammed 
with scores of brand new products, hundreds of improved 
“standards”, 


Talks and demonstrations will be presented by nationally-known 
leaders from business, industry and government... they’ll cover 
such vital topics as financing, merchandising, building techniques, 
taxes, and management methods. 


Don’t pass up this once-a-year offering of business-building, 
money-making ideas. If you’re a builder, architect, contractor, 
dealer, jobber, manufacturer, mortgage man or engineer, you 
belong at this great annual event. 


HERE’S HOW YOU REGISTER 


Hotel reservations should be made immediately! NAHB members 
should register through their local association. Non-members 
send advance registration fee ($15 for men, $10 for women) 
together with hotel reservation request, to address below. Please 
show name, firm name, address, business classification and date 
of arrival for each person included in your request. Do it today! 


“NATIONAL ASSOCIATION OF HOME BUILDERS 
CONVENTION & EXPOSITION HEADQUARTERS 
140 S. DEARBORN ST., CHICAGO 3, ILLINOIS 
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MANUFACTURERS 


(begins on page 86) 


COMPANIES ANNOUNCE 


The Wauna Lumber Co., Astoria, Ore., has shut down 
its mill until market conditions improve. President Willard 
Evenson reports the closing will affect 185 workmen. 





Crown Zellerbach Corp. also will terminate all of it: 
contract logging and shut down one side of its own op- 
erations, leaving four sides still going. This curtailment 
will last until after Jan. 1. The Crown shutdown affects 
20 independent logging firms or individuals who have 
been working on Crown contracts. 


The American Institute of Timber Construction, which 
has its headquarters in Washington, D. C., will hold its 
sixth annual meeting Jan. 20-24, at the San Marcos hotel, 
Chandler, Ariz., announces Val Gardner, sales manager of 
Rosboro Lumber Co., Springfield, Ore., and president of 
the institute. Theme of the timber fabricators’ 1958 meet- 
ing will be “Sales—Today and Tomorrow.” 


Stockholders of Southern States Iron Roofing Co., a 
Reynolds Metals Co. subsidiary with headquarters in 
Atlanta, Ga., voted to change the firm’s name to Reynolds 
Aluminum Supply Co., effective Nov. 1. Paul H. Fox, presi- 
dent of the Atlanta firm, said today the change was made 
to portray more accurately-his company’s present-day 
operations as a distributor of aluminum products. 


Establishment of a new Insulite sales district and the 
promotion of William M. Macy to assistant sales manager, 
field, is announced by Paul A. Mahony, vice-president in 
charge of sales for Minnesota and Ontario Paper Co., of 
which Insulite is a division. Reuben L. Anderson, formerly 
assistant sales manager, field, for the central territory, 
will direct the new sales area called north central. Macy 
will supervise the central area and the Chicago trading 
area. 


Twenty-seven builders in 12 states with a sales potential 
of 8,847 homes are reporting outstanding sales results 
with The Saturday Evening Post’s “Blue Ribbon Home” 
promotion, according to Channing Way, building product’s 
merchandising manager of the Post. 


Republic Industries, Inc., Chicago, Ill., announces the 
appointment of B. A. Hanner as sales manager in charge 
of promotion and sales for the Garage Dor-Man, automatic 
garage door operator, manufactured by its Molded Prod- 
ucts division. . . . R.C.A. Rubber Co., Akron, Ohio, an- 
nounces the appointment of Harry M. Evans, as sales 
manager, flooring div. Evans will assume the merchandis- 
ing and marketing of all products to the flooring trade. 


An agreement merging the 80-year-old J. S. Thorn Co., 
a Philadelphia manufacturer of aluminum products, with 
Fenestra, Inc., Detroit, has been approved by the boards 
of directors of both concerns. Announcement of the agree- 
ment, pending ratification by shareholders, was made 
jointly by H. D. Palmer, Fenestra president, and Albert 
L. Doering, president and principal stockholder of J. S. 
Thorn Co. The Thorn organization will be retained and 
will operate as the Aluminum Division of Fenestra. 


Formation of a new hardware division to handle the 
manufacture and sales distribution of ABC aluminum 
farm gates is —— by Adams Engineering Co., Inc., 
Miami, Fla. ... Guy M. Bernhardt, general sales manager, 
Hyde-Murphy Co., Ridgway, Penna., has also been ap- 
pointed manager of the firm’s Washincton, D. C., offices, 
which are located at 818 18th St., N.W. 


A total of nearly 100 California, Oregon and Washington 
sawmills have joined the newly organized National Lum- 
ber Exchange, which has headquarters in Portland, Ore. 
The new exchange will operate similarly to commodity 
exchanges such as wheat or cotton and listings of offers 
to sell from mills and firm offers to buy from member 
wholesalers will be transacted at Portland. on a listing 
board with a Remington Rand Univac utilized for split- 
second transactions. 

(continued on page 90) 
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smooth 
smart 
and 


sophisticated 


INTERNATIONAL PAPER COMPANY 
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OoTVISton 


Kansas City, Mo. 


BUILDING PRODUCTS MERCHANDISER 


Longview, Wash. 


Here are two wood-paneling products that give 
interiors smart, smooth-textured beauty. 

Ven-O-Wood is ribbon-grain Philippine mahogany 
veneer overlaid on the same highly dent-resisting 
flake board as Flakewood. It’s smooth, requires 
no sanding nor other finishing and is ready for 
staining or varnishing. Like Flakewood it has an 


unusually low shrinking and swelling factor. 


Flakewood’s remarkably different: Wood flake 
faces in your choice of pine, maple, fir, cedar or 
Philippine mahogany, securely bonded together 
under heat and pressure. Satin smooth, 3-dimen- 
sional appearance without roughness. Contem- 
porary good looks. May be stained, tinted with 


color, lacquered or varnished in its natural finish. 


Flakewood and Ven-O-Wood are sturdy and 
durable. They may be sawed, nailed and mounted 
with glue. They make excellent overlays for furni- 
ture, cabinets, doors and commercial interiors, 
especially where low shrmkage and swelling are 
important. 


ie Se : eC 
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Mail this coupon for the whole story on these 
outstanding Long-Bell panelings. 


INTERNATIONAL PAPER COMPANY 
Long-Bell Division, Dept. AL 

| Longview, Washington 

| Please send me a FREE sample of Ven-O-Wood 
| and Flakewood, along with complete descrip- 
tive information. 

| RC iS2555 5h en eteeesasd 

l Firm Name 

| 

| 
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Homecraft Hires 
10-Man Sales Corps 


Creation of an entirely new na- 
tionwide Homecraft power tool sales 
organization designed specifically to 
help all Delta Homecraft dealers 
and wholesalers increase their sales 
and profits is announced by the 
Delta Power Tool Div., Rockwell 
Mfg. Co., Pittsburgh, Penna. The 
new group will cooperate with Del- 
ta’s regular direct sales force now 
in the field. 

“The 10 men, all experts in this 
field and hired specifically for this 
purpose, will be divided equally 
among Delta’s five U. S. sales re- 
gions,”’ says I. G. Meyer, Homecraft 
sales manager. The two assigned to 
each region will work with whole- 
salers in the field, help train dealer 
and wholesaler salesmen and _ in- 
struct them in the most effective 
ways of handling power tool dis- 
plays, demonstrations and other 
tool merchandising techniques. 

The program ties in with the in- 
troduction of a completely new line 
of Homecraft tools featuring styl- 
ing by Raymond Loewy Associates. 


REAR VIEW (left) of an 83-year-old Houston, Texas, home before it was remodeled. 
Ribbon-cutting ceremonies (right) brought initial attention to the new-old home, glisten- 
ing under its new Bird Wind Seal roof. Open to the public for two-weeks’ showing, it 


attracted 5,000 visitors. 


Woman Roofer Puts Spotlight on Bird Roof 


The real estate women of Hous- 
ton, Texas, recently put an 83-year- 
old home into the spotlight and a 
Houston woman roofer joined in 
the home improvement project by 
arranging for a Bird Wind Seal 


roof to share that spotlight. The 


result was extensive publicity on 
the value of remodeling old but 
sound structures, increased sales 
for the roofing firm and much long- 
range benefit for all the 66 firms 
who donated materials and services. 


The project was the brain child 
of the Women’s Council of the 
Houston Real Estate Board and it 
was called “‘The Showcase of Home 
Improvement Ideas.” The house, 
after being checked for soundness, 
was removed from a Freeway right- 
of-way and transferred to a site 
which fronted on a major Houston 
thoroughfare. More than 5,000 per- 
sons visited the new-old house: 
thousands more drove past it daily 

(continued on page 123) 





A dependable source of superior 
redwood...the CRA mills. 


The following mills produce and ship 





‘CRA Certified DRY’ redwood 


ARCATA REDWOOD COMPANY 
P. O. Box 218, Arcata, California 


HAMMOND-CALIFORNIA REDWOOD CO. 
417 Montgomery St., San Francisco 6, California 


HOLMES EUREKA LUMBER COMPANY 
Redwood Sales Company, Eastern Distributor 
1430 Russ Building, San Francisco 4, California 


CALIFORNIA 
REDWOOD 


THE PACIFIC LUMBER COMPANY 
100 Bush Street, San Francisco 4, California 


THE PACIFIC COAST COMPANY 
P. O. Box 611, Willits, California 


SIMPSON REDWOOD COMPANY 
3100 Russ Building, San Francisco 4, California 


UNION LUMBER COMPANY 
620 Market Street, San Francisco 4, California 


WILLITS REDWOOD PRODUCTS COMPANY 


Hobbs-Wall Lumber Company, Sales Agent 
2030 Union Street, San Francisco 23, California 


CALIFORNIA REDWOOD ASSOCIATION 


576 Sacramento Street + San Francisco 11, California 
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Russell House, on Meeting Street in Charleston, 
South Carolina, built in 1807, stands as a monu- 


ment to that city’s culture. 





Excellent Ventilation in Russell House 


Achieved with Double Hung Wood Windows 





Relative inexpensiveness permits generous use 
of double hung wood windows with metal 
weatherstripping. 


Ve 4 EY HH 
brat =nn 
A J —— t - 
Par) Les 
core HH 
meas! 1H 





An endless variety of design can be achieved 
with double hung wood windows. They are 
easily shaped and their surface receives and 
holds any type of finish. 


BUILDING PRODUCTS MERCHANDISER 





Nathaniel Russell demanded two things for his house, beauty and 
abundant ventilation. The finest architects and craftsmen were em- 
ployed, regardless of cost, to give the Russells the finest establish- 
ment in Charleston. It was finished at a cost of over $80,000. 

Of particular interest in Russell House is the high middle story 
that is brought into proportion by the arches over the double hung 
wood windows. Also, balconies permit the tall double hung wood 
windows to open from the floor. Thus cumbersome verandas were 
avoided, and the ventilation demand by Russell was obtained. 


As in the Russell House, modern homes use a predominance of 
double hung wood windows. To further improve the efficiency of 
modern double hung wood windows spiral, steel tape balances or a 
spring sash balance and weatherstrip combination are installed on 
all wood windows. Metal weatherstrip does not wear out or deterio- 
rate, and can be easily and effectively applied to wood windows. 
Efficient operation of air-conditioners, so much in demand in modern 
homes, can best be had through the use of metal weatherstripped 
double hung wood windows. Properly installed, metal weatherstrip 


assures an air-tight house. 


WEATHERSTRIP Aeseareh INSTITUTE 


OFFICE OF THE SECRETARY, BOX 128—RIVERSIDE, ILLINOIS 


MEMBERS: DORBIN METAL STRIP MFG. CO. NICHOLS METAL STRIP SERVICE 
GARDNER WIRE CO. PEMKO MFG. CO 

ALLMETAL WEATHERSTRIP CO MACKLANBURG-DUNCAN CO. PRECISION WEATHERSTRIP CO. 

BARLAND WEATHERSTRIP MATERIAL CO. MASTER METAL STRIP SERVICE REESE METAL WEATHERSTRIP CO. 

CENTRAL METAL STRIP CO MONARCH METAL WEATHERSTRIP CORP. SOUTHERN METAL PRODUCTS CORP. 

CHAMBERLIN CO. OF AMERICA NATIONAL GUARD PRODUCTS, INC WARNICA PRODUCTS 

DENNIS & CO, W. J. NATIONAL METAL PRODUCTS CO, INC ZEGERS, INC 
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100% 
Marine Grade 


Manila Rope 


Packaged for the 
Hardware Dealer 


A small space, big turnover display 
with 6 popular sizes. Puts any dealer 
in business with a minimum 
inventory. 


KING COTTON COIL ROPE 


In colorful, self-dis- 
pensing Sellcord® 
cartons for easy 
handling and clean 
storage. Pre-meas- 
ured every 10 feet. 


Connected reels in ready to use 
counter display box. “Big Sell" in 
small space...only 8” x 18”. 


KING COTTON HANDI-HANKS 


Two color display 
carton. 35’ hanks 
pre-measured, 
pre-marked. 

The King Cotton 
Line—MANILA * 
SISAL * NYLON * 
DACRON * 
POLYETHYLENE * 
COTTON 


Ki 


John H. Graham & Co., Inc. 


105 Duane Street, New York 8, New York 
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DEALER 


SPARADE 


DEGREE TEAM, wearing Confederate uniforms for the concatenation at Hoo-Hoo's inter- 
national convention in Atlanta, put on an impressive initiation. At left, in white robe, is 
embalmed snark Clifford Schorling of Kansas City, Mo. 


Black Cats Get Dixie Welcome in Atlanta 


Nearly 500 lumbermen, their 
wives and guests from all parts of 
the United States, Canada, Mexico 
and the Philippine Islands met at 
the Dinkler Plaza hotei in Atlanta, 
Ga., in mid-September for the 66th 
annual convention of the Interna- 
tional Concatenated Order of Hoo- 
Hoo. The black cat fraternity, 
which has a membership of 14,000, 
elected Ernie L. Wales, 45412, Wales 
Lumber Co., Spokane, Wash., new 
Snark of the Universe for 1957-58. 

The growing need for an aggres- 
sive, all-inclusive national promo- 
tion of wood products was the domi- 
nant theme in the business sessions. 
Delegates endorsed the work of the 
Committee on Inquiring Minds 
along this line, but urged still speed- 
ier action. In a challenging talk, 
president Q. T. Hardtner, Jr., 
Southern Pine Assn., called for the 
establishment of uniform and high 
quality standard for all wood 
species. 

A high point for many was a tour 


ERNIE L. WALES, 45412, Spokane, Wash., 
is new Snark of the Universe for 1957-58. 


of historic sites in the southern city, 
conducted by Atlanta’s Hoo-Hoo 
Club No. 1. A “Night in Tara” 
banquet in the hotel’s ballroom, 
which had been transformed into a 
huge white-columned plantation 
house, brought to a close the three- 
day Hoo-Hoo concat. 


Elected to the Supreme Nine for 1957-58 are: 
Grover G. Perdew, 37569, West Hartford, Conn., 
Supreme Hoo-Hoo, Jurisdiction I; Allen Seif- 
fert, 55306, Davenport, Iowa, Jabberwock, 
Jurisdiction Il; James G. Miller, 55685, Seattle, 
Wash., Bojum, Jurisdiction III; Robert A. Ma- 
son, 53559, Memphis, Tenn., Scrivenoter, Juris- 
diction IV; R. W. “Dick” Scott, 56256, Van- 
couver, B. C., Canada, Arcanoper, Jurisdiction 
V; Donald M. Bufkin, 46533, Alhambra, Calif., 
Custocatian, Jurisdiction VI; Hubert F. Hey- 
ing, 46190, Kansas City, Mo., Gurdon, Jurisdic- 
tion VII; Charles Lampland, 45267, St. Paul, 
Minn., Junior Hoo-Hoo, Jurisdiction VIII; S. 
Eugene Madden, 45056, The Plains, Va., Senior 
Hoo-Hoo, Jurisdiction IX. 

Officers elected for 1957-58 are: president, 
Clifford H. Schorling, 45533, Kansas City, Mo.; 
vice-president, Harry F. Partridge, 1983, Minne- 
apolis, Minn.; secretary, Ben F. Springer, 
34265, Milwaukee, Wis.; treasurer, Edwin F. 
Fischer, 41901, Milwaukee, Wis. 


A fire recently destroyed the Jasper 
Lumber Co., Jasper, Ore., causing dam- 
age estimated by Clarence Kizer, the 
owner, at $50,000. The lumber and 
building supply outlet was only par- 
tially insured. 


The E. K. Wood Lumber Co. of San 
Francisco, a major West Coast lumber 
producer and dealer for more than 
50 years, has retired from business. 
In issuing a statement, president War- 
ren Wood said, “In compliance with 
this decision, the sawmill at Reeds- 
port, Ore., will be shut down and the 
yards in southern California closed 
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For strong, lightweight sheathing... 
suggest WHITE FIR 








stays straight and flat while in storage and after placed in use 





WHITE FIR -~ fine 5 ways for sheathing. In addi- 
tion to being strong and lightweight, White Fir has good 
insulating qualities and works and nails easily to make it 
an excellent lumber for sheathing. Any grade of No. 4 
Common or better develops more than sufficient strength 
to meet all accepted strength standards for wall or roof 
sheathings. 

White Fir furnishes you one of America’s most versa- 
tile softwoods. Carefully dried. it is readily adaptable for 
siding, framing, industrial uses, roof decking, architec- 
tural woodwork, paneling and mouldings. Because of its 
light weight and soft texture. it is economical to handle 
and work on the job site. Order White Fir from Western 


Pine Mills in straight or mixed carloads. 
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Write for FREE illustrated book 
about White Fir to: 

WESTERN PINE ASSOCIATION, 
Dept. 705-D, Yeon Building, 


Portland 4, Oregon. 


Western Pine Association 


member mills manufacture these woods to high 
| standards of seasoning, grading and measurement 


Idaho White Pine - Ponderosa Pine - Sugar Pine 
| White Fir - Incense Cedar - Douglar Fir - Larch 
' Red Cedar-Lodgepole Pine- Engelmann Spruce 


Today's Western Pine Tree Farming Guarantees Lumber Tomorrow 
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another reason why you profit from 


ASSURED QUALITY 


Greenlee Tools for Craftsmen 


Your customers who really know tools can instantly 
see the extra quality, extra value they get ina 
Greenlee 22 Solid-Center Auger Bit. And when they 
put these fine bits to work, they experience even 
finer performance than they expected, for a// Greenlee 
22 Solid-Center Auger Bits are of uniform high 
quality. In the manufacture of these bits, all cutting 
parts, point, throat, and twist are automatically 
milled on a battery of precision machines. Cutting 
edges are true . . . screw points are accurately 
hobbed . . . squares are perfect . . . the cold-formed 
shanks never vary. Here’s example again of the 
assured quality you and your customers get from 
GREENLEE — to help build and keep bringing back 
more profitable business for your hand-tool 
department. Ask your wholesaler about 

GREENLEE tools, or write for catalog. 


Automatically producing Greenlee 22 Solid- 
Center Auger Bits on a special Greenlee 
bit-making machine for assured uniformity and quality. 


FREE... HAND-TOOL 
PROFIT CHART. Quickly converts 


cost per dozen of various items into unit cost. 

Gives profit percentages on selling prices and on costs, 
to help you rapidly figure your markups. Tells 

your profit story in seconds. Free to hardware and 


building supply dealers . . . send 
request on your letterhead. 


GREENLEE TOOL CO. 
2271 Twelfth St., Rockford, Ill. 


Auger Bits © Electric Drill Bits © Chisels and Gouges 
Expansive Bits @ Drawknives © Other fine tools 
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just as soon as existing commitments 
to customers are fulfilled and inven- 
tories sold.” The company has about 
350 employes. 


The 1957 Management Training 
School sponsored by the Lumber Mer- 
chants’ Association of Northern Cali- 
fornia will be held in San Francisco 
the week of Nov. 11-15 at the Whit- 





What the Lumber Industry 


Housing is Russia’s No. 1 
promise to its people, say two 
U. S. lumbermen just back from 
an official visit to the USSR. 


“The counterpart of our highly 
competitive retail lumberyard op- 
erating in a free society simply 
does not exist in the USSR,” Max 
Pinkerton, president, North Mem- 
phis Lumber Co. and Gates Lumber 
Co., Memphis, Tenn., told American 
Lumberman on his return from an 
official visit to Russia. 

“The Commissariat controls and 
directs every resource and every 
person under its rule and private 
ownership of land is forbidden,” 
said Pinkerton. “The state also fur- 
nishes housing and utilities for all 
of its peoples at a token fee. Even 
firewood, which is used extensively 
by the Russians for heating pur- 
poses, is supplied by the state. Wood 
is a precious item to the Reds and 
little is wasted.” 

Pinkerton, along with Mark 
Townsend, president, Townsend 
Lumber Co., Stuttgart, Ark., and 
Townsend-Robertson Lumber Co., 
Memphis, Tenn., were United States 
delegates, who attended the second 
session of the Joint FAO-ECE Com- 
mittee on Forest Working Tech- 
niques and Training of Forest 
Workers in Moscow (FAO is the 
Food and Agriculture Organization 
of the United Nations; ECE is the 
United Nations’ Economic Commis- 


IN SESSION in Moscow's Sovietskaya 
hotel, United States delegates Mark 
Townsend (above, see arrow) and Max 
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comb hotel. Subjects to be covered 
will range from taxation to credits 
and collections and will embrace a 
total of 13 different phases of lumber 
retailing. 


E. C. Everling, vice-president and 
general manager of the H. M. Iltis 
Lumber Co., Des Moines, Iowa, has 
been elected president of the company 
to succeed the late H. M. Iltis. Other 
officers are Mrs. Minnie G. Iltis and 
Floyd W. Groves, vice-presidents; 
Milo J. Thornton, secretary, and Ray 
Kirk, treasurer. 





Bis Like in the USSR 


sion for Europe). A third delegate 
was Seth Jackson of the U. S. Gov- 
ernment Forest Service. 


“There is no room for private in- 


dustry in the Soviet sphere,” Pink- 


erton pointed out. “The nearest 


thing the Russians have to our 
building material stores bulging 
with consumer goods and operating 
in a free economy are their govern- 
ment-operated distribution centers. 
A do-it-yourself Red, who wishes to 
add a shelf, secures his building 
material needs at one of these So- 
viet centers.” 


“The Russians produce and use 


quantities of clear grade, tongue- 


and-groove hardwood flooring,” said 


Townsend, a director of the Nation- 
al Hardwood Lumber Assn. and the 
National Lumber Manufacturers 
Assn. “They prefer it in a herring- 
bone pattern with a dull natural 
finish protected by only a sealer. It 
is used almost exclusively in all of 
their housing, even in new brick 
apartment construction. 

“The Soviets have subordinated 
the manufacture of consumer goods 
for their 200 million people to a 
point where they have hardly any 
consumer’s fuel, practically no fur- 
niture, very little clothing and only 
a few passenger automobiles,” said 
Townsend. “The shortage of hous- 
ing in Russia is so widespread that 
the Soviets have made ample hous- 
ing a No. 1 promise to their people 
this year. It is also against the law 
in Russia for one person to occupy 
two homes.” 


Pinkerton (above, see arrow) hear 
about Russia's housing goal—88 square 
feet per person. 
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OF THE HOUSES 
IN YOUR 
COMMUNITY 


Need Modernizing 


red 
ty, 5 | 
eat 


U.S. Patent 2,232,786 
other U.S. and Foreign 
Patents Pending 


GROOVED CEDAR SHAKES 


INSULATION BOARD 











MODERNIZATION 
is ‘(PROFITABLE 


WITH 


Shakertown 


WAC omrs 


It’s your market... and it’s BIG! Look at the facts: 77% 
of American homes are over 10 years old...50% over 30 
years old. 1957 estimates are $10.2 billion in home mod- 
ernization. Sell Glumac Units to tap this profitable market! 


Home owners and builders alike prefer factory-stained Glu- 
mac units. Selected cedar in 12 beautiful colors with match- 
ing colored nails. A finished job all in one application. 
Shakertown national advertising in leading consumer and 
builder publications will build the sales... Get the Shaker- 
town dealer sales kit to help you sell. Maké big profits in 
this most fabulous market in building history with Glumac 
Units. 


Write today for dealer sales kit “PROFIT BUILDERS—1957” 


: THE PERMA 
Sl Catan PRODUCTS 
FIRST NAME IN CEDAR SHAKES com PAWN bg 


20310 KINSMAN ROAD ° CLEVELAND 22, OHIO 
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Premium Sheathing 


A guaranteed premium plywood 
sheathing selling at regular sheathing 
price is being produced by Georgia- 
Pacific Corp. under the name G-P 
Guaranteed Premium Sheathing. It is 
available in standard (4’ x 8’) panel 
size and five thicknesses. Thicknesses 
are ys”, 3%”, %”, %” and %”. This 
new sheathing, backed by written 
guarantee, is qualified to store out- 
doors mold-free and without delamina- 
tion up to a year, says manufacturer. 
Panels are steel-strapped in 25” thick 
packages. Georgia-Pacific Corp., Dept. 
13A-AL, Equitable Bldg., Portland, 
Ore. 
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New Travara Marble Line 


Travara is the name of a new marble 
line, which is specifically designed for 
counter, vanity and wall applications. 
Sheet sizes come up to 4’ x 10’ and lend 
themselves to both standard and post- 
formed counter and vanity applica- 
tions. Patterned after and named for 





Aluminum Storm Sash 


An exclusive new alumi- 





AN 


Walnut 


New Misty Walnut pan- 
els are 4’ x 8’ and %” 


Misty 


Italian Travertine Marble, Travara is 
available in beige, pink or gray. Each 
has contrasting veins running through- 
out the pattern with an aqua veining 
used in beige and gray. Pink features 
a bronze vein. General Electric Texto- 
lite, Dept. AL, Coshocton, Ohio. 
Circle No. 202 on Coupon, page 122 
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Roll-On Roofing 


Called Cecoroll, a new type of roll- 
on corrugated steel roofing and siding 
gives a weathertight seal with a mini- 
mum of labor, according to the manu- 
facturer. It is finding increasing use 
by companies on factories, warehouses, 
garages, machine shops and storage 
sheds. Because of Cecoroll’s flat 
crimped nailing edges, it is not neces- 
sary to match corrugations and it is 
easier to start nails, it is said. Ceco- 
roll is rolled on just as a rug is laid 
down. The rolls come in 30” and 15” 
widths. Ceco Steel Products Corp., 
Dept. AL, 5601 W. 26th St., Chicago 
50, Il. 
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Bracket Clamps 


Packaged and 
pairs, newly designed 18- 


sold in 











Ridge Basket Weave Doors 


An outstanding line of basket weave 
folding, sliding and hinge doors is an- 
nounced by Ridge Door Co., manu- 
facturer of residential, commercial and 
industrial overhead garage doors. 
These attractive interior doors add an 
air of luxury to the modern home. The 
unique basket weave construction per- 
mits excellent ventilation. Ridge bas- 
ket weave doors are a full 1%” thick 
with 4” hardboard woven slats. They 
are available in all standard sizes and 
special sizes can be furnished. Ridge 
Door Co., Dept. AL, Drawer 1312, 
Monmouth Junction, N. J. 
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Adjustable Closet Rod 


Called the Lo Man Co Adjusta-Rod, 
a new adjustable metal closet rod con- 
sists of a set of telescoping heavy 
gauge steel tubes, whose length can 
quickly be adjusted to accommodate 
closet width. Low in cost and easy to 
install in any closet, the Lo Man Co 
Adjusta-Rod is ideal as an over-the 
counter do-it-yourself item. Adjusta- 
Rods are furnished complete with 
screws, in a choice of either plated 
or enamel finish. Four expandable 
width models are available: 16” to 
26” width, 26” to 42” width; 42” to 72” 


“Brush Bath" 


Called “Brush Bath,” a 
new device enables the do- 


num storm sash, compan- 
ion unit to the new Twin- 
tilt window, is now avail- 
able. Optional feature is 
an aluminum shade screen. 
Brown-Graves Co., Dept. 


thick. They are a part of 


Masonite’s newly desig- 
nated Royalcote line. Ma- 
sonite Corp., Dept. AL, 111 
W. Washington St., Chi- 
cago, Ill. 


gauge steel ‘‘Sturdi 
clamps are sized to accom- 
modate wood from 1 x 2 
to 2 x 4. Chesney, Inc., 
Dept. AL, 720 Towne Ave., 
Los Angeles 21, Calif. 


it-yourselfer to clean paint 
brushes and rollers and 
keep them soft and ready 
to use. Donaldson Co., Inc., 
Dept. AL, 2520 Larpen- 
teur, St. Paul 8, Minn. 


AL, Akron 1, Ohio. 
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width; and 56” to 96” width. Louver 
Mfg. Co., Dept. AL, 3601 Wooddale 
Ave., Minneapolis, Minn. 
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Arco Screw-Drill 


The Arco Screw-Drill is the latest 
addition to the Arco line of home work- 
shop tools. All-in-one operation, this 
low-priced tool drills: pilot hole for 
threads, shank clearance, countersink 
for screw head and counterbore for 
plastic wood or plugs. Can be used for 
all flat, round, or oval head woodscrews 
to insure 100% holding power of each 
thread. Only four sizes to stock for No. 
6 through 12 screws, as each size Arco 
Screw-Drill is easily adjusted to length 
of screw, it is said. Has 4” shank to 
fit hand and electric drills, drill 
presses, etc. Arrow Metal Products 
Co., Dept. ety 421 W. 203rd St., New 
York 34, N .Y, 
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Door with Economy Features 


An aluminum and insulating glass 
rolling door, offering light, air and 
access to such areas as terraces and 
patios, has been introduced by Capitol 
Products to provide the homeowner 
with economical maintenance features. 
Any misalignment caused by the nat- 
ural settling of the foundation can 
easily be corrected by the homeowner 
with a simple screwdriver adjustment 
of ball bearing rollers in the housing, 
it is said. A second economy feature 
permits repair of the sill alone in event 
of damage to the track, says maker. 
Capitol Products Corp., Dept. AL, 
Mechanicsburg, Penna. 
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LuMBeRMAN REPRINTS 


Here is a list of American Lumberman editorial reprints available at 
10¢ each. Please order by number—using the convenient coupon below. 
Inasmuch as no reprints are sent C.O.D., please enclose the exact 


amount in coin or check. 


There’s No Distribution Santa Claus!—by Art Hood 
Producton of Building Materials by-passing lumber deulers 
increases . May 2, 1955 
The A BC’s of Personal Progress by Art Hood 
A time-tested prescription for getting ahead.....February 11, 1952 


Spring Examination for Sales Executives—by Art Hood 
20 capacities of a sales executive headed for top 


management May 30, 1955 


Why Are Lumber Mark-ups so Low?—by Art Hood 
No one sells lumber but lumbermen . ... Study 11, 1955 
20 Ways to Keep Customers Away from Chiselers—by Art Hood 
Careful planning and organization can meet 
competition .... . . July 25 


Twenty Things to Do Before Cutting a Price—by Art Hood 
Management techniques for competitive 


price control.... January 25, 1954 


The Great Specifier—by Art Hood 
The lumber dealer is the final arbiter of brand and 


grade specifications Sept. 19, 


A New Look at Inventory Policy—by Art Hood 
14 ideas on determining monthly profits . Dec. 26, 


Where Do You Stand on House Bill Markups?—by Art Hood 
With shrinking gross margins, markups must 
also rise 


May 14, 1956 


Too Many Retailers—Not Enough Consumer Salesmen!—by Art Hood 
Why you should have additional consumer salesmen.March 22, 1954 


Trends in Salesmen’s Compensation—by Art Hood 
Results of surve y on compensation and profit 


sharing plans 


What is Your Public Relations 1.Q.?—by Art Hood 
Not how good you are but how good pe te 
think you are! . vw October 


Never Underestimate the Power of the Women—by Art Hood 
How to attract and serve women customers.......October 18. 


l 











AMERICAN LUMBERMAN 
ROOM 2000, REPRINTS 
139 NORTH CLARK STREET 
CHICAGO 2, ILLINOIS 


Please send me reprints: (please circle 
101 102 103 104 105 
108 109 110 111 112 


Enclosed is 
a 
COMPANY _ 
ADDRESS__ 











EASILY INSTALLED 


i going great in @ 5 kinds of drawer slides 


' 
c 
4 





the growing 





Do-it-yourself market ! 


K-V hardware is the quality line that never lets you down. It 
means lasting customer satisfaction . . . ever growing sales 
and profits... with new packaged assemblies to meet 
constantly increasing do-it-yourself demands. The smooth 
friction-free action of K-V drawer slides and sliding 
door hardware means quick sales. Ease of installation 

and adjustability make K-V shelf hardware a top seller. 


K-V 1300 slide illustrated 


@ Sliding door hardware 
for glass, wood doors 


FAMOUS FOR MORE THAN 40 CLOSET FIXTURES 
K-V 992 assembly illustrated 


@ Complete kits for building 
open wall or built-in sheives 





K-V 1 Clothing Carrier K-V 2 Closet Rod K-V 3 Garment Bracket 


Ask your jobber for complete catalog and price lists, 
or write us 


KNAPE & VOGT MFG. CO., Grand Rapids, Mich. 


WAL-LOK (“oraz on) II 
POINTS of SUPERIORITY 


1 WAL-LOK is Deformed, 
Knurled and welded without 
impairing tensile strength— 
Assures positive bond for full 
length of structure. 


2 Cross Bars hold WAL-LOK 
up—for complete bond with 
mortar all the way around. 


3 WAL-LOK is packaged (25 
twelve foot sections per bun- 
dle) for easy handling, fewer 
splices, less waste. 


4 SuperStandard has 8 ga. | iF Y WANT 
side rods—more bonding sur- | 

face, greater tensile strength | 

than 9 ga. and is the mini- | 

mum recommended by the } Mf T BUSIN E 
National Bureau of Stan- 


dards. 


5 WAL-LOK and only WAL- 

LOK gives the same bondage 

per square inch of surface | 

with SuperStandard grade as 

with the Extra Heavy grade. } 

6 WAL-LOK is manufactured 

in one factory—quality con- 

trol is strictly maintained— | SERVED UP 
immediately available, every- 


where through leading dis- 


ihc en ON A PLATTER 


WRITE FOR YOUR COPY OF 
THIS 4-PAGE FOLDER TODAY ! |! | SEE PAGE 77 


ADRIAN PEERLESS, INC. 
1413 E. Michigan «+ Adrian, Michigan 
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Plastic Flashing Material 


A black, thermoplastic sheet of 
vinylidene chloride copolymer, Saraloy 
400 flashings are said to be more ef- 
fective against water penetration than 
any other available material. Too, 
Saraloy 400 requires no shop fabrica- 
tion. It is applicable on the job to most 
any construction shape and material, 
including corrugated roofing and sid- 
ing, vent stacks and masonry chim- 
neys, it is said, and is equally effective 
for expansion joints, fascia coverings 
and interior flashings. The sheet has a 
paintable surface and is easy to cut to 
size with a sharp knife or heavy-duty 
scissors. Dow Chemical Co., Dept. AL, 
Midland, Mich. 
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Four New Aluminum Windows 


New single and double hung win- 
dows by Stanley Building Specialties 
Co. feature wool pile weatherstripping 
around the entire perimeter of each 
movable sash and metal to metal con- 
tact at the interlocking meeting rail. 
The windows are inside glazed with 
snap-on glazing bead and feature a 
heavy-duty die-cast sash lock at the 
center of the meeting rail. All movable 
sash glide on nylon pads and have 
aluminum tube spiral balances. The 
windows are offered in a variety of 
muntin arrangements. Stanley Build- 
ing Specialties Co., sub. of The Stanley 
Works, Dept. AL, 1890 N. B. 146th St., 
North Miami, Fla. 
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ADVERTISE... 





WE 
Let it raft. 1, Seer i OeSUOW - 


THILCO 


give you all-weather protection with these 
important money-saving advantages :— 


Only Thilco offers you 3 distinctly 
different grades to fit the outdoor 
time exposure you need so there’s 
no need to invest more in lumber 
wraps than your term storage 
requires. Whichever grades you 
choose, the wisdom of your 
investment will be proved time and 
again. These are heavy-duty 
protection papers — they’re tough, 
durable and not easily wind 
blown, punctured or torn. In all, 
the ravages of weather have 

little effect on lumber 

covered with Thilco 

“Job Rated’ Wraps. 


Eliminates Need for 
Costly Sheds 


Low cost Thilco protected outdoor stor- 
age saves large capital investment, 
depreciation, interest and taxes that 
permanent sheds require. 


. As you protect! 


Take advantage of the 
lowest cost advertising 
space you can buy. Your 
company name can be 
furnished repeat printed 
as you like it for just a few 
cents more per unit bundle 
— Does a real ‘‘sell’’ job 
in your yard, in transit or 
on the job. Write for 
Free Sample Kit. 


Drastically Reduces 
“Down Grading” 


Thilco wraps protect from rain soaking 
and worpage — Keep lumber bright, 
clean and dry — free from discolorations 
that reduce selling price and profits. 





“THILMANY PULP & PAPER CO her 
KAUKAUNA» WISCONSIN: 


NEW YORK @ CHICAGO 
DETROIT © CINCINNATI 
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Invitation... 





Whereas, We are sole agents in the United States for leading 
mills in Sweden producing hardboards and insulation 


boards .. . and, 


Whereas, Our own warehouse carries the largest stock in this 
country of varying thicknesses of hardboard, from 2 
mm to 3%”, in sizes up to 4’ x 12’, in standard, oil- 
treated, oil-tempered and ivory-faced boards... and, 


Whereas, We offer a ‘‘cut-to-size” division in Philadelphia, as 


well as similar facilities ex mill, Sweden . . . NOW, 
THEREFORE, 


Be You Resolved, tnae 


You can save money, save time, save worry, by let- 
ting us handle your hardboard requirements 
and, that 
You are, herewith, cordially invited to write us, wire 
or call us collect, if you think — as we are confident 
— we can be of service. 
\ }) (] 


DO WD DAWA, 
ye" OR ® @ nad ! 


NORJAC TRADING CORPORATION 


P.O. BOX 7282 © PHILADELPHIA 1, PA. / Warehouse: 2200 RICHMOND ST e GA 5-4200 




















Circle No. 49 on Coupon, page 122 





more and more dealers are saying 


“Let’s handle 


& 
RIFFIN” oa 
€ THE NEWEST WORDS IN GLASS CUTTING 


“LUBRICONE IMPINGEMENT ”’ 








SMOOTHER CUTTING 


Also in 
Square 
Corners This 





is an exclusive FLETCHER process for penetrating o 
lubricous material right into the steel of the glass cutter wheel 
It materially increases its efficiency and lengthens its cutting life 


FLETCHER glass cutter costs remain the same, so be sure to 
include these improved cutters when ordering other FLETCHER 


“The dependable line of hinges to 
products. 


handle” . . . that’s the trade’s way of 
saying “We like to sell Griffin prod- 
ucts.” Order from our full line of 
wrought steel butts — plus a com- 
plete line of shelf hardware—in the 
selections you know your customers 
want. 


FLETCHER putty knives, wood scrapers, point drivers, vacuum 
cup lifters and other miscellaneous tools easily build up a sub 
stantial order from a single source 


See our consumer ads in Popular Mechanics 





NEW VISIPAKS— 


GRIFFIN “see=" || 3 a 
Oj t Wwidua 
eet carded items. THE FLETCHER-TERRY COMPANY 
, ‘ 933 SOUTH STREET ° FORESTVILLE, CONN. 








MANUFACTURING CO. ERIE, PA. 
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Ventilating Range Hood 


Designed with two permanent alumi- 
num washable filters and a 550 cfm 
blower capacity, a new kitchen venti- 
lating range hood is made in three 
sizes to match standard range widths. 
These are 30”, 36” and 42”. It is 
mounted in a wood or steel cabinet 
over a kitchen range. For cleaning 
ease, the lower hood swings down from 
its snap latch. Filters are then re- 
moved by simply drawing them from 
their steel frame supports. A three- 
position pushbutton switch controls 
the blower with off, high and low posi- 
tions. Made of heavy gauge steel, the 
hood is finished in white enamei or 
coppertone. Lau Blower Co., Dept. AL, 
2007 Home St., Dayton, Ohio. 
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Candy Stripe Roller Cover 


A high styled, candy stripe mohair- 
type roller cover is being introduced 
by Wooster to appeal to the millions 
of lady decorators. The crisp, new 
sales-appealing color is woven right 
into the fabric and will not come out. 
This new cover, like all Wooster cov- 
ers, is permanently bonded to a phe- 
nolic core. A full 7” or 9” long and 
1%” diameter, Wooster’s universal- 
size is said to fit all roller frames. 
Wooster Brush Co., Dept. AL, 604 
Madison Ave., Wooster, Ohio. 

Circle No. 215 on Coupon. page !22 


Tawny Walnut Color 


While many colors and patterns in 
Bolta-Wall vinyl wall covering are 
available both by the yard and in 8” x 
8” pre-pasted tiles, the new Tawny 
Walnut color in the mahogany wood- 
grain pattern is currently being pro- 
duced in roll goods only. It is de- 
signed for professional installation and 
is suitable for home, office and institu- 


(continued on next page) 
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graded after drying to assure full count, finest quality 


Since Ilco grades and measures all lum- 
ber after kiln-drying it, you are assured 
of both full count and finest quality in 
your footage. And for maximum pro- 
tection, paneling, molding, door jambs, 
and S4S lumber are all steel strapped 
and wrapped in waterproof paper. 

Scientifically kiln-dried— All Ilco lumber 
is scientifically kiln-dried in the com- 
pany’s own kilns. The result is increased 
fiber strength and substantially improved 


Write today 


for free 
booklets! 


MOLDINGS 

IMustrated booklet showing 
complete selection of lico moldings 
—casings, bases, stops, rounds, etc 


with the following free booklets: 


(_] Moldings 


Ce eee ee 


[_] Paneling and Siding 


hardness as well as bending and com- 
pressive strengths. And, of course, the 
wood is more easily worked. 


Uniform stock—Because all Ilco timber 
is grown in the same area on the island 
of Negros and then processed at the 
Orient’s largest and most modern mill, 
you get lumber that is remarkably uni- 
form in both texture and color. Ilco 
Philippine Mahogany never fails to meet 
NHLA standards. 


» 


EXTERIOR FINISHING 

IMustrated booklet with complete instruc- 
tions on how to insure the lasting beauty 
of Iico Philippine Mahogany siding 


PANELING and SIDING 


Illustrated booklet showing complete 
selection of lico paneling, siding and 
other mill products, such as flooring 


INSULAR LUMBER SALES CORPORATION 
1403 LOCUST STREET, PHILADELPHIA 2, PA. 


Please send me the name of my nearest llco Philippine Mahogany distributor together 


(] Exterior Finishing 


INSULAR LUMBER SALES CORPORATION 


1403 Locust Street, Philadelphia 2, Pa. 


Circle No. 52 on Coupon, page 122 101 





More Bounce Per Ounce in New Gym Floor— 


Latest 
Big 10 








Gym* 


nial en 


——— 


Contractor, Joseph Skilken & Co., Flooring , D. B. Frampton & Co., Columbus, 0. 


LESS DENTS MAKE SENSE IN BIG TEN 


Grade School or ‘Big Ten’, they all know what 
a dead floor takes out of the kids. They've seen 
the scars made in floors which false economy 
substitutes. When you're talking gym floors, 
tell ‘em straight—J. W. Wells Diamond Hard 


Northern Maple. 


*Name furnished on request 


NORTHERN MAPLE 
and OAK FLOORING 


J. W. WELLS 


LUMBER COMPANY 
Menominee, Michigan 
Phone UNion 3-9281 


DISTRIBUTORS IN MAJOR CITIES COAST-TO-COAST 
Circle No. 56 on Coupon, page 122 
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( Nere's the one thar ’ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


“it 


a 


% 


WILL NOT SHRIN«. 








STICKS AND STAYS pir 
—_—_——, 


Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
| e Packed twelve 1-lb. cans or six 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 
Circle No. 96 on Coupon. page 122 
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Automatic Driver 
ms 


Shoots 100 Zinc or Steel 
Diamond Points into the hard- 
est wood — as fast as a man 
can pull the trigger. Speeds 
up glazing of sash, frames 
and mirrors. Points can be 

. driven at an angle, due 
r to patented nose plate. 
q For hand-driving — Per- 
fect glazing with Red 
Devil Triangle Points. Zinc 
Coating prevents corrosion, 


Devil 1, 
Union, N. J., U.S.A. 
Circle No. 97 on Coupon, page 122 








NEW PRODUCTS 


(begins on page 96) 





tional applications. Additional pat- 
terns in Bolta-Wall include leather- 
grains, woven grass mat textures, 
random cork effects, bamboo and 
tweedy designs. The General Tire & 
Rubber Co., Bolta Products Div., Dept. 
AL, Lawrence, Mass. 
Circle No. 216 on Coupon. page 122 


Offers to Send Nameplate 


The manufacturer offers with each 
of its new No. 1 or No. 2 rural mail- 
boxes a handsome weatherproof vinyl 
plastic nameplate, mailed prepaid to 
purchaser (at a nominal cost for han- 
dling and mailing) on return of card 
enclosed in each box. Ideal as gifts, 
these boxes are claimed to be extra- 
rugged because of their new Rib-O- 
Nized galvanized-steel construction. 
Finish is a distinctive satin-gloss, 
oven-baked aluminum enamel. Jackes- 
Evans Mfg. Co., Dept. AL, 4427 Geral- 
dine Ave., St. Louis 15, Mo. 

Circle No. 217 on Coupon, page 122 


Year ‘Round Fireplace Grill 


The new Eclipse Model “365” year 
’round grill is heralded as bringing 
outdoor flavor to indoor cooking. It 
can be used on the patio or in the yard 
when weather permits. Should rain 
wash out your cookout, you can trans- 
fer it to your living or game room 
fireplace, says maker. It’s adjustable 
to meet any broiling need. Styled to 
match fireplace fixtures. Eclipse Metal 
Mfg. Corp., Dept. AL, Eden, N. Y. 

Circle No. 218 on Coupon, page 122 


Sensenich Counter Tops 


A full line of Sensenich counter tops 
is available in standard widths from 
12” through 96”. These counter tops 
have a standard depth of 25”, with or 
without a 4” backsplash. They are 
made of northern hard maple kiln 
dried to 5 to 7% moisture content, 
says manufacturer. Strips approxi- 
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mately 1%” wide are machined and 
face bonded to provide an edge grain 
surface and top of maximum stability, 
it is said. Sensenich counter tops are 
shipped one to a carton or crate, with 
backsplash and necessary screws, 
ready for assembly. Sensenich Corp., 
Dept. 19-AL, Lancaster, Penna. 
Circle No. 219 on Coupon, page 122 
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Carbide-Tipped Cutter 


The new 1203 Tempo Insert Cutter 
operates on any power drill press and 
cuts Tempo cone inserts from high- 
pressure laminates, metal, fiberglass 
and other plastics. The manufacturer 
points out that use of the Tempo In- 
sert Cutter can prove a valuable profit 
adjunct by cutting cone inserts from 
countertop or cupboard scraps to mix, 
match or contrast appliances and paint 
scheme, thus making each installation 
individually color-styled to suit the 
customer. Washington Steel Products, 
Inc., Dept. AL, 1940 E. 11th St., Ta- 
coma 2, Wash. 

Circle No. 220 on Coupon, page 122 


Sectional Steel Doors 


A new complete line of residential 
sectional steel doors is announced. The 
door is a flush five-section door with 
longitudinal grooves. The sections are 
1%” thick and made of galvannealed 
steel, electrically welded and factory 
painted. Adjoining sections close with 
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a staggered weathertight joint. Track, 
hinges and hardware are galvanized. A 
conversion kit is available for low 
headroom installations. Step-by-step 
illustrated instructions simplify in- 
stallations. Wagner Mfg. Co., Dept. 
AL, Cedar Falls, Iowa. 
Circle No, 221 on Coupon, page 122 


Low-Cost Interior Locks 


The new “J” lock is specifically en- 
gineered for today’s streamlined build- 
ing methods because it is exceptionally 
fast to install, says maker. The “J” 
lock embodies these features: Surface 
mounted face plate and strike plate; 
preset mounting screws; anti-rattle, 
adjustable strike tongue; ingenious 
snap-in knob assemblies; snap-on rose 
and panic-proof pushbutton. Finished 


surfaces of the face 


220 Bayshore Blvd., 
Calif. 





TW&J Sugar Pine is high 
altitude, slow growth, 
premium stock with the 
smooth, easy working, 
soft texture demanded 
by pattern makers, 
millwork manufacturers 
and wood craftsmen. 


THOROUGHLY KILN OR 

AIR DRIED TW&J Sugar Pine x 
is precision manufactured 
from 4/4 to 16/4 and held 

in large storage sheds for 
year-around delivery. 


The West's largest 
producer of Sugar Pine 
with 10 mills in the heart 
of the High Sierra Sugar 
Pine belt to serve you. 
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TarTerR. WEBSTER & JSOUNson, Ic. 


P.O. BOX 3498 
San Francisco 19, California 


PRospect 6-4200 Teletype SF 211 
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and strike plate 
are masked to protect them during 
painting. Schlage Lock £o., 


Circle No. 222 on Coupon, page 122 
(continued on page 118) 
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YOU GET AMERICA'S FINEST WITH 


Appalachian Hardwoods! 


(Saw 
Ne 


The Appalachian area produces a fine type of Hardwoods—soft 
textured, easily machined, close, uniform grain—that is preferred 
by thousands of Hardwood users. Let this preference build sales for 
you, foo. Specify lumber, flooring and specialties of Appalachian 
Hardwoods. Consult the concerns on this page. 








*The M. B. Farrin Lbr. Co., Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods. 
““Century’’ Oak and Maple Flooring. 


“Bemis Hardwood Lbr. Co., Robbinsville, N. C. 


Hemlock, Hardwoods, Flooring, Dimension. 





Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak, Walnut. Poplar, Basswood, Beech. 


Cherry. Mahogany and Lauan Lumber. Domestic - 
imported Veneers. Hardwood Flooring—Oak and Maple 


Strips and Laminated Block and Special Pattern Flooring. 


“McCracken & McCall, Inc., Lexington, Ky. 


Appalachian Hardwoods 
Band Saw and Planing Mill at Flat Lick, Ky. 








“Hamer Lumber Sales, Inc., Kenova, W. Va. 


*M. E. Crisp Lbr. Co., Welch, W. Va. 


West Virginia and Kentucky Appalachian Hardwoods, 
Oak, Poplar, Beech, Maple. Ash, Hickory, Chestnut and 
other hardwoods, All facilities. 





“Cherry River Boom & Lbr. Co., Richwood, W.Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products. 
Glued Dimension. 





a neta ae 


Exclusive Sales Agents fer 
J. P. Hamer Lbr. Co., Inc., Kenova, W. Va. 
Hamer Lbr. Corp., Appalachia, Va. 
Manufacturers Appalachian Hardwood Lumber 





*Member Appalachian Hardwoods 


Manufacturers, Inc. 
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Ironwork Display Stand 


Although the Ironwork display stand 
requires only three square feet of floor 
space, it nonetheless holds a complete 
line of decorative ironwork and acces- 
sories. Included are popular “adjust- 
able” railings, newel posts, scrolls, fit- 
tings and necessary hardware. Show- 
ing a typical use of iron railings, the 
stand offers free literature and simpli- 
fies the stocking and reordering of 
merchandise. Standard Equipment Co., 
Inc., Dept. AL, Bel Air, Md. 

Circle No. 223 on Coupon. page 122 


“Packaged" Interview Booth 


A “packaged” interview booth, par- 
tially open at both ends and specially 
designed for use by lumber dealers in 
discussing plans and closing jobs with 
homeowners, is announced. The booth 
has an Arnot-Jamestown steel “Parti- 
tionette” 68” high and 48” wide on 
each side. A narrow panel at each end 
increases privacy and still permits 
easy entrance and exit. A narrow desk 
top is fastened to the wall to provide 
the necessary writing surface. The new 
“nackaged” booth can be erected and 
dismantled on a do-it-yourself basis 
with a screwdriver as the only tool 
needed, it is said. Arnot-Jamestown 
Div., Aetna Steel Products Corp., Dept. 
AL, 730 Fifth Ave., New York 19, 
N. 

Circle No. 224 on Coupon. page 122 
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Builders’ Adhesives 


A free standing, sturdily built rack 
of steel and plywood holds 225 pounds 
of full containers of Flintkote Atlas 
adhesives and occupies a floor space 
of 15” x 32”. The rack carries a stock 
of 6 quarts, 12 one gallon cans, a three- 
gallon and a five-gallon pail. Flintkote 
Atlas Adhesives Div., Dept. AL, 30 
Rockefeller Plaza, New York 20, N. Y 
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reasons why 
youll prefer selling 


DU0-FAST Staple Tackers 





NOW! Learn 
how you can build 
greater profits 
with guaranteed 
DUO-FAST Tackers 


e America’s top-quality Tackers 


For speed, ease and dependability of use, you 
just can’t beat Duo-Fast. Hammer or Gun type, 
Duo-Fast Tackers are tops in quality — so good 
they’re recommended by manufacturers of insu- 
lation. ceiling tile, building papers 


th Precision-fitting Staples 
Quality-controlled for jam-proof service, Duo- 
Fast Staples are tops. Sizes interchangeable to 
minimize inventory needs. Available in 5M and 
handy 1M packs. 


3 ] Unique Free Service Guarantee 


Guarding you and your customers, Duo-Fast's 
Free Service Policy is a money-saving plus. This 
policy “insures” Duo-Fast Tackers against costly 
maintenance and repairs 


4 ] Free aids for tie-in sales 


Today's Duo-Fast deal entitles you to the dealer 
aids you need to sell more tackers, more staples 
. and more related products! 


Shouldn't you be benefiting from these 
Duo-Fast advantages? Return the cou 
pon today for full dealership details 


DUO-FAST 


Staplers - Tackers - Staples 


FASTENER CORPORATION 
3754-56 River Road, Franklin Park, Ili. 


Please send folder on DUO-FAST Tackers for the 
Building Industry, along with the name of my neorby 
DUO-FAST Sales-Service office 


Name 


Company 
Address.__ 
OER ————————————— 


7564 
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pre-stained woods. 
@ Sierra Hand-Hewn Shakes 


Make more profits with 


@ Perfect Fit Shakes 


@ Quick Fit Panels 
@ Boards and Battens 


America’s full line of superb quality 
@ Timberline Siding 


Circle No. 95 on Coupon, page 122 


NATIONAL LEADER IN PRE- 


STAINED WOOD PRODUCTS FOR TWENTY-SIX YEARS 
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“Quiet As a Mouse" 


“Make your house quiet as a mouse 
with Insulite Aicoustical Tileboard” 
is the theme in a wide variety of 
bright colorful display material now 
available. Window and wall banners, 
wire hanger posters, hanging mobile 
displays and counter and floor dis- 
plays all carry the sound-conditioning 
message and point special attention 
to the manufacturer’s new Casual 
Random Tileboard. The center of at- 
tention is a large floor display fea- 
turing an eye-catching sign mounted 
on top of a candy striped pole. In- 
sulite, Dept. AL, 500 Investors Bldg., 
Minneapolis 2, Minn. 

Circle No. 226 on Coupon, page 122 





Wooster Roller Department 


Self-filling slanted shelves and the 
automatic “jet” frame dispenser keep 
this complete Wooster Roller Depart- 
ment always neat. Occupying a mini- 
mum amount of space, the Rollerkade 
displays and stocks a maximum 
amount of fast selling covers, frames 
and trays. It holds a balanced line of 
covers—Fabric X for smooth surfaces; 
Woostron for rough surfaces; Texture 
for stipple effects; plus new Candy 
Stripe all-purpose mohair-type cover 
for economy-minded customers. Woos- 
ter Brush Co., Dept. AL, 604 Madison 
Ave., Wooster, Ohio. 

Circle No. 227 on Coupon, page 122 
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thi SAWHORSE 
sitly BRACKETS 


" @NO NAILS 


7 


show them in actual use 


Use any 2x4s for legs and 
crossbar with Jiffy Brack- 
ets. All-welded construc- 
tion. Set up and knocked 
down instantly. Each pack- 
age is a colorful display. 12 
Sets to a carton. 


@ NO BOLTS 
@NO SCREWS 


@ EASY 
TO CARRY 


@ EASY 
TO STORE 


Dealer helps ry it — 


FREE. 


MAKE UP A 
JIFFY SAWHORSE 
TO DEMONSTRATE 


Nationally 
advertised 
—order from 
your whole- 
saler, or 
direct if he 
cannot sup- 
ply you. 


‘ e 
Fy RLULLI TT 
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GRAND HAVEN STAMPED PRODUCTS CO. 


Grand Haven, Mich 
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Cellulose Wallpaper Paste 


@ GOOD ADHESION... 


slides easily. 


@ DISSOLVES QUICKLY in hot or cold 


water... won't spoil. 


@ FREE FLOWING... won't cake in box. 


Available in 5 oz. and larger quantity size containers 


CONSUMERS GLU 


E Ce 


1515 N. HADLEY ST $T. LOUIS 6, MO 


Circle No. 98 on Coupon, page 122 
November 11, 1957, AMERICAN LUMBERMAN AND 








a lot to sell... 


so easy to show 


Admiral Electric Built-in 


...- WITH ALL THE SALES-MAKING FEATURES THAT BUILD YOUR BUILT-IN SALES 


S. 





Unlimited Choice of Surface Unit Settings. 
Dial exact temperature needed—from lowest 
simmer to fastest boil, and all in-betweens. 
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Outdoor-Style Barbecuing. All the juicy 
flavor roasted in, right in the oven, with 


Won't Let Foods Burn, won't scorch pans. 
Exclusive Admiral ATC Cooking Unit makes 
every pot and pan automatic. 





Custom Oven fits cabinet only 24” wide, yet 
is large enough to cook an extra large 36- 
pound turkey, automatically. 


Kitchens Stay Cooler with Superspeed 
Microtube Units. So super-fast bacon sizzles 
in only a matter of seconds. 


Elevator Broiler Rack raises, lowers food at 
a finger’s touch, without removing rack from 
oven. Glides to 63 positions. 


king-size Rotary Roaster. 





Turn Wasted Space Into PROFIT Space 


From the easy-to-clean satin chrome and canyon copper oven, to 
the brushed stainless steel cooking top, Admiral built-ins are 
packed with selling features that build bigger profits. 
It’s the line that offers the most for the money; the brand 
name that means top quality to your customers. 
Get your share of profits from the new home and moderniza- & 
tion built-in market. Order the smart Admiral built-in ‘‘depart- . i he —— 
ment” display that takes only five feet of floor space. See how » | igh your kitchen to fit youl 
powerful Admiral advertising and store promotion helps you sell. Admiral 7 


For complete details...and name of nearest Admiral distributor, slip your 
business card in an envelope and mail to: Admiral Corporation, Built-in 
Appliance Division, Dept. AL-117, 3800 Cortland St., Chicago 47, Illinois 


Admiral. 
Claiwic built-ins 


BUILDING PRODUCTS MERCHANDISER 


@ Smart, sturdily built display 
sells any Admiral built-in 
oven and 4-unit cooking top 


® Takes only five feet of selling 
floor space 


® Units slip into cutouts—no 
bolting—no special tools 


@ Back panel illustrates variety 
of installations. Literature 
rack holds ample supply of 
product folders 
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Price Calculator 


An easy-to-read window material 
price calculator is announced by Warp 
Bros. Imprinted in three colors, it 
shows at a glance both lineal foot and 
lineal yard prices on the complete line 
of Warp’s window materials. All fig- 
ures on the calculator are based on 
retail prices now being nationally ad- 
vertised by the manufacturer. A cal- 
culator may be obtained by writing 
Warp Bros., Dept. i 1100 N. Cicero 
Ave., Chicago 51, 

Circle No. 228 on Coupon page 122 


Gliding Door Hardware 


An eye-catching display unit that 
brings gliding door hardware “out of 
the backroom and into the showroom” 
is announced by Kennatrack Corp. 
Occupying only 1% square feet of 
floor space and printed in attractive 
red and black, the heavy cardboard 
display holds 10 complete Kenna-pak 
gliding door wardrobe assembly units 

The Kenna-pak unit is the company’s 
popular line of easy-to-install, pre- 
fabricated wardrobe header that can 
be put in position as fast as a car- 
penter can drive eight nails into two 
jambs, it is said. Kennatrack Corp., 
Dept. AL, Elkhart, Ind. 


Circle No. 229 on Coupon, page 122 





“The Finishing Touch" 


A compact sell-on-sight counter dis- 
play tells “The Finishing Touch” story 
at a glance. For the immediate sale, 
it holds 24 kits, two each of the 12 
popular furniture colors, easy to re- 
fill from reserve stock. For “just 
browsing” shoppers, a pocket, upper 
right, holds the instructions’ brochure, 
which insures permanent removal of 
furniture rings, burns and scratches 
in three easy steps. Blake Products, 
Inc., Dept. AL, P. O. Box 340, Orlando, 
Fla. 


Circle No. 230 on Coupon. page 122 


Garden Tool Set 


True Temper’s three-piece junior- 
size garden tool set now comes in ar 
attractive green and yellow display 
carton. Tapered to stand on end with- 
out support, carton takes practically 
no space on floor or in window. Inside 





Trade Mark 


wy) 


B Se 


Registered 





DOUGLAS FIR 


PONDEROSA PINE— SUGAR PINE 


WHITE FIR 


INCENSE CEDAR 
Annual Production 60 Million 
High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 

Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 
Sales Office at Susanville, California 


ANDERSON, CALIFORNIA 
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if too many of your 
© new business leads 

> are turning out to be 
~~ “turkeys”. . see page 77 
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support slides up and locks in place 
to flag customer’s attention. The small 
size tools—shovel, rake, hoe—are a 
wonderful gift set for children. Adults 
use them, too, for light work. True 
Temper Corp., Dept. AL, 1623 Euclid 
Ave., Cleveland, Ohio. 
Circle No. 231 on Coupon, page 122 


Labels for Decimal Packaging 


The H. B. Ives Co. announces the 
use of the decimal system of packag- 
ing for its line of builders’ hardware. 
Newly designed labels, printed on yel- 
low paper in various colors to denote 
base metals—green for steel, blue for 
aluminum, red for brass and bronze— 
are now being used. These labels show 
the new content, 10 in place of 12, 5 
in place of 6, etc. They also illus- 
trate the product within the box, giv- 
ing name and class number, finish and 
other necessary information. The H. B. 
Ives Co., Dept. AL, New Haven 8, 
Conn. 

Circle No. 232 on Coupon, page 122 
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THE FACTS RECOMMEND 


Dorn O-wal. 
masonry reinforcement 











@s a service to the building industry Dur-O-wal 
is happy to provide you with a fact file contain- 
ing the findings of an independent research 
study on masonry wall reinforcement. 





Rigid Backbone of Steel For Every Masonry Wall 


Dur-O-wal Div., Cedar Rapids 
Block Co., CEDAR RAPIDS, IA. 
Dur-O-wal Prod., Inc., Box 628, 
SYRACUSE, N. Y. Dur-O-wal 
Div., Frontier Mfg. Co., Box 49, 
PHOENIX, ARIZ. Dur-O-wal 
Prod., Inc., 4500 E. Lombard St, 
BALTIMORE, MD., Dur-O-wol 
of Ill, 119.N. River St., AURORA. 
WL. Dur-O-wol Prod. of Alo., 
Inc., Box 5446, BIRMINGHAM, 
ALA. Dur-O-wal Inc., 165 Utah 
Street, TOLEDO, OHIO 


Nome 
Firm 
Address__ 


City __ 


er 


DUR-O-WAL, Cedar Rapids, lowa 


Please send Dur-O-wal file to 


Please furnish name of my nearest supplier [_] 
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With a Monarch ‘‘20”’ Dial-A-Pricer 


Dial this price-marking 





---------3 


Information 


In seconds 


J 





(No type-setting required!) 


Dial date 
stock was 
acquired 
(in your 
code) 


Dial cost... in 
actual figures. No 
need to translate 
into code! (See 
below) 





Prints year and 
month merchan- 
dise acquired (in 
simple code) 


Prints selling-*~_ 


price... plus 
tax or other 
information. 


. 


‘ 


~~~ $PEciaL-*" 


Dial selling 
price, plus 
tax or other 
information 


Prints your cost 


--- in code! How? 


Because rub- 
ber bands can 
have a reading 
half showing 
actual figures 
...and a print- 
ing half with 
your own code. 


Monarch Model ‘20"’ Dial-A-Pricer prints from dial- 


set bands of rubber. No type to set . 


. . No type or 


stamps to misplace. Ideal for price-marking varied 
lines or limited amounts of stock. Model 20 price-marks 
retail price—plus other stock or selling information on 
Senso Labels (require no moistening), Gummed Labels, 
String Tags, Pin Tickets, Slip Fold, Button Tags. Get 
the facts on protecting profits—creating customer con- 
fidence—increasing sales—and making sure each sale is 
at correct price with Monarch Price Marking. 


Fill out the coupon, attach to your letter- 
head and mail for complete information. 


216 South Torrence St., Dayton 3, Ohio 


1 am interested in a Monarch Model 20 Dial-A-Pricer price-marking 
machine. Send me information on it—without obligation. 


NAME ——— 
TITLE 


AL1157 
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What's Your Answer? 
(Answers on page 121) 
How does the Merritt Lumber 
Co. manage to give its four bill- 
boards fresh impact every three 
months? 
What new feature on the Allis- 
Chalmers truck gives you full 
engine power for fast lifting, even 
while inching? 
In what worthwhile market has 
a California yard found it can now 
sell carloads of lumber? 
Name the polyethylene film now 
available in every working size 
from 10” wide flashing "way up 
to 40’ width rolls in easy-to-han- 
dle 10’ packages? 
Name six things that are not fur- 
nished by a small-town Michigan 
yard in each of the 50 FYO (Fin- 
ish Your Own) homes it expects 
to sell this year. 
How is Fiberglas Screening pro- 
duced? 
Since a Wisconsin dealer finds a 
good inventory is a big factor in 
promoting window sales, how 
many units does he have on hand 
at all times? 
Which lumberyard has found that 
its National Cash Register System 
saves it $3,500 a year and pays for 





SALES AIDS 


(begins on page 105) 











Revolving Tile Display 


A new. space-conserving Kentile 
solid vinyl tile display revolves to show 
18 marbleized and 22 terrazzo colors. 
It also shows the complete line of 
woodgrain solid vinyl planks, an ex- 


Insulation Display Unit 


A new counter display unit tells 
prospects that “Zonolite has both’— 
vermiculite loose-fill insulation and 
the firm’s new foil-faced glass fiber. 
Featuring actual sample of the glass 
blanket material, it also provides a 
receptacle for literature on each prod- 
uct. Zonolite Co., Dept. AL, 135 S. 
LaSalle St., Chicago 3, Tl. 

Circle No. 234 on Coupon. page 122 


itself every 12 months? 

Which department with a 20-man 
force is big business at Calcasieu 
Lumber Co.? 

What one thing is the woodwork- 
ing expert and the do-it-yourself 
hobbyist both looking for in the 
power tools they buy? 


clusive Kentile product. Composed of 
durable metal, rotating on ball bear- 
ings, the display was planned as a 
scientific aid to self-selection buying. 
Kentile, Inc., Dept. AL, 58 Second 
Ave., Brooklyn 15, N. Y. 


Circle No. 233 on Coupon. page 122 


Color Cards by Valspar 


Valspar’s new “slim-jim” color 
cards feature bleed-off color chips, 
which are designed to enable decora- 
tors to choose colors with greater ac- 
curacy. Different tissue inserts are in- 








Got Sot for EXTRA 
do-it-yourself Sales 


Fall and winter months are the busiest season 
for the home craftsman, and Peg-Legs fit right 
in with his special projects of building or re- 
modeling furniture. Peg-Legs are top quality, 
solid maple; each set of four is matched in 
shade, boxed complete with two-way mounting 
plates and screws. Available in 7 sizes; un- 
finished, or spray-lacquered satin black; with 
solid brass ferrules or chromed glides. 


Slay, New Display-Stock Merchandiser 
STRAIGHT stops traffic; new “idea” 

folders promote additional sales. 

Write for catalog, price list 

and complete details. 


America’s NEWEST 
all-purpose building 
board 
completely fireproof— 
as workable as wood 











can be sawed with 
ordinary saw blade. 


Proved in service 
ag since 1951, Asbestolux 
DEALERS! is now available inthe It’s fireproof, com- 
U.S.A. Here is a new _ pletely inert. It’s light, 
Male MORE . kind of fireproof asbes- easy for one man to 
with PEG-LEGS! -, tos board. It can be carry. Can be fabri- 
nailed without drilling cated on the job. 


WRITE TODAY FOR FREE SAMPLE 


Write or call today 


PERRY FURNITURE COMPANY 


GRAND RAPIDS 2, MICHIGAN 


VeVe\ 

ra 
NE \“) NORTH AMERICAN ASBESTOS CORPORATION 
Board of Trade Building, Chicago 4, Ill. * Phone WAbash 2-1338 
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cluded with each card. These inserts 
range from refinishing instructions to 
“reason-why” copy on various Val- 
spar products. The cards in this group 
are easily recognized through the use 
of a stylized paint brush design on 
the covers. The Valspar Corp., Dept. 
AL, 7 E. Lancaster Ave., Ardmore, 
Penna. 
Circle No. 235 on Coupon, page 122 


Non-Paint Painting Aids 


A coordinated line of non-paint prod- 
ucts designed to aid both professional 
and do-it-yourself painters is an- 
nounced. Tradenamed Dexall, the new 
line includes: a hard brush cleaner, 
elastic glazing compound, wood bleach, 
caulking compound, patching paste, 

(continued on page 114) 








Don’t miss 
a single 
copy of 

AMERICAN 

LUMBERMAN 


if 
your 
subscription 
is 
due 
to expire 
soon, 
send in 
your 
renewal 
order 


now! 











They’ve been adding on — since they started 
suggesting “Scotcu” Brand Masking Tape 
with every paint sale! 
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Feels good @ in the hand... 


Looks 


good to the eye... 


the years... 


Stays good through 


A full two-inch knob of Heavier Metal. 
Larger and better shaped. Note how it Concaves. 
Generous size Rose. No skimping anywhere! 


Styles for every function, including Key-in-knob 


SKILLMAN 


MAYFAIR DESIGN 





Skillman Hardware Mfg. Co. 
Trenton 4, N. J., Dept. U-11 
Please tell us about the Mayfair 
Design Knob and the 1600 line, 
of which it is part. 


_Firm 


Address 


—_ <2 qm ee ee ee ee ES ee a ee fem 
Since 1865 one of America’s largest line builders’ hardware manufacturers. 
Circle No. 63 on Coupon, page 122 
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MACKLANBURG-DUNCAN CO. 


M-D. Nametal WEATHER STRIP 
PACKAGED DOOR & WINDOW SETS 


DOOR SET WITH METAL & FELT DOOR BOTTOM 
Completely packaged with all necessary strips, nails 
and instructions. Sets are available with or without 
metal and felt door bottom. 


DOOR SET WITH THRESHOLD & EXPOSED HOOK 
Packaged door sets are also available with metal 
threshold and exposed hook. Sets are complete with 
nails, screws and instructions—ready to use, ready 
to sell! 


PACKAGED SETS FOR WINDOWS 
Here again in one package is a complete weather 
strip set for one window, Available for all standard 
28”, 30”, 32” and 36” double hung windows. M-D's 
packaged window sets save selling time cut han- 
dling costs .. make inventory easy. 


SIZES AND STYLES 3’ x 68” (36” x 80”); 3’ x 7’ Aluminum Threshold AF-1%”, 
(36” x 84”) available with any of with Brass Threshold BF-1%4”, 


: : following accessories: with El-S with Alum. Threshold AFT-3 2”, 
Door Sets in Stainless Steel or sain Steel & Felt bottom, with with Alum, Threshold AFFT-3 2”, 
Bronze to fit 2’6” x 6’8” (30” x —EI-A Alum. & Felt bottom, with with no door bottom Lock keeper 
80”); 2’8” x 68” (32” x 80”); EI-B Brass & Felt bottom, with strips in boxes of 25 or 50 


m-D On-GARD 
COIL 
WEATHER STRIP 


Display takes 

small space .. 
does big job of 
selling! 

The ideal coil metal 
weather strip which 
comes in handy rolls— 
100 ft. each in individ- 
val carton—8 sizes 
from 9/16” to 12” 
wide... orm 17 TH 
rolls 1%” in individual 
carton packed 12 to, 
display. Available in 
stainless steel or 
bronze. Specify metal, 
width and lengths de- 
sided 





Fast-selling because it’s so easy to put on. 
This is the ‘‘original’’ coil metal and wool 
felt weather strip. Each individual carton 
contains one 18 ft. roll with nails and in- 
structions, Packed 12 cartons in free display. 


©OCSCHCHCHHHHHHHHHOHHHHHEOOEEEEEEEEE 
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P.O. BOX 1197 @® OKLAHOMA CITY tl, OKLAHOMA 




















Keep Weather Out...Keep Sales Up! 


M-D —4z-GARD Automatic 
DOOR BOTTOM 





avtomotically 
to clear carpet | | 
easily when 
door opens 










Here's the perfect door bottom for all doors Com- 
pletely solves old problem of clearing rug or floor every 
time door opens—felt strip automatically ralses 
Smartly designed and available in silvery-satin finish 
or anodized Albras (permanent brass color) finish on 
shield—neither will rust or tarnish. Packed in individ- 
val cartons for 28”, 32”, 36”, 42” and 48” doors 


M-D _Niment DOOR BOTTOMS 


Made of extra thick wool felt and heavy 
gauge stainless steel, brass or aluminum 
Standard lengths 28”, 30”, 32”, 36”, 

42” and 48”—packed one dozen some 
length to carton. Special lengths also 
available 


M-D Extruded Aluminum 
DOOR BOTTOM 


Heavy duty door bottom with extra thick 
wool felt. Packed in individual poly tube. 
Available in natural Alacrome and in 
3 permanent Anodized finishes Standard 
lengths 32”, 36”, 42” and 48” 





M-D DRIP CAPS 
for windows and doors 
Prevents rain from draining or blowing 
under door or wood casement windows. 
At left is DCB Brass or DCA Aluminum 
Holes punched, nails furnished—comes 
in any length. 


Extruded Aluminum DRIP CAPS 


New, heavy duty drip cap. Packed in 
individual poly tube. Available in natural 
Alacrome and in 3 permanent Anodized 
finishes, Standard lengths 32”, 36”, 42” 
and 48”. 





direct today. 
LERS Order - 
_ sage shipped promptly 
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M-D SPEED LOADS 


Meets 
Federal 
Specifications 
TTC-598 
(Grade 1) 





Now shipped in 
pack or 24-pack, M-D 
Speed Loads are avail- 
able in Off-White or 
White colors, with or without plastic nozzle, Off-White 
load without nozzle shipped unless specified. Freight 
prepaid and allowed on orders of four 24-packs (96 
loads) or more. Remember to order in multiples of 12 
or 24 


eeeeeeeeoooeoeooooeeoeoeeeeeeeeeeeeeeeeeeeeeoes 


M-D Extruded Aluminum 
THRESHOLDS 





Now comes with vinyl xwal iar 
calking strips on each foot INSWINGING 


Now M-D Extruded Aluminum ws 4 
Thresholds Nos. AP-3% and AP-118 “ 
have vinyl calking strips along the 
outside foot on both sides, as well 
as the replaceable vinyl insert on 
top. Also available in Anodized 
Albras (brass finish—never tar- 
nishes—never needs polishing). 


ae 
Above is application on the 
bottom of a door of the 
AP-158 Threshold. 





henduees 

DERS Sold by 

= and building supply deal 
~ throughout the country. 








Adapter for Polaroid Slides 


SALES AIDS : 

are E ‘ Due to the wide acceptance of the 
(begins on page 105) ; Polaroid Land transparency system 
among sales managers who use it ef- 
fectively in visually presenting new 
products, sales and advertising cam- 
»paigns, a new slide adapter which will 
accept the new 2%”x2%” Polaroid 
transparency is announced by Realist, 
Inc., for use in the Realist 620 Projec- 
tor. The new adapter will be known 
as the Realist 620 Slide Changer. Real- 
ist, Ine., division of the David White 
Instrument Co., 2051 N. 19th St., Mil- 
waukee, Wis. 

Circle No. 239 on Coupon, page 122 








4 ey 
“ vertising tear sheets, hang tags, mats 


glue and tack rags. The new painting for use in local newspaper advertis- 
aids will be backed by national adver- ing and radio spot announcement 
tising beamed at both professional and scripts. Pioneer Saws, Div. of Out- 
amateur painters and by colorful point- board Marine Corp., Dept. AL, Wau- 
of-sale materials, says manufacturer. kegan, Ill. 
Deshler Products, Inc., sub. of The Circle No. 237 on Coupon, page 122 
Sherwin-Williams Co., Dept. AL, Desh- 
ier, Ohio. 

Circle No. 235 on Coupon, page 122 Magnet Latch Demonstrator 


A new magnet latch counter demon- 

Pioneer Saws Promotion Kit strator invites customers to test its 

10-pound holding power. Polished wood 

A promotion kit containing a wide hinged door section with mounted 

variety of material for use in local magnet latch is 3%” high, occupies 

merchandising and advertising is an- 2%” x 6%” counter area. Demon- 

nounced by Pioneer Saws. Included strates self-aligning feature and shock- More Dealers Than Ever 
are a full-color window streamer, a absorbing design of magnet latch. . 

counter card holding giveaway folder, Heppner Sales Co., Dept. AL, Round are Now Reading 


window decal, franchise certificate, Lake, Ill. AMERICAN LUMBERMAN 


self-mailing folders, sales plan, ad- Circle No. 238 on Coupon, page 122 











E PLURIBUS 
UNUM 


If you haven't read the small type 

on your nickels and dimes in your 

piggy bank lately, perhaps you had 

forgotten about E PLURIBUS UNUM. 

And lumber yards that haven't checked their insur- 
ance recently may have overlooked the fact that 
most protection of physical property may be 
written in one policy ... out of many. 

Ask any of us for complete information about one 
low cost comprehensive, dividend paying policy to 
cover loss by fire, windstorm, explosion, hail, 
vehicles, aircraft, smoke and riot. 


“The Lumber Mutuals” i: ) a 


Above is average of timber being cut today on our second 

Central Mutual Insurance Co. cycle cutting on 200 Thousand Acres of timberland. Annual 
Van Wert, Ohio onne * 

cut 22 Million feet for past half century under exacting 


Lumber Mut Fire | » ° ° 
WRITE umber Mutual Fire Insurance Co Sestes 1S Suan Forest Management Plan without depletion. 


OR umbermens viva nsvurance o. 
PHONE — a y Monsfeld, Ohio ~=06 |: | « MARDWOODS — WHITE PINE — HEMLOCK 
aeaeesr, | Cemrnteteree Te oeiewie DEFEND YOUR TRADE WITH 
OFFICE indiana Lumbermens Mutual Insurance Co. 


ttn MENOMINEE INDIAN MILLS 


Chicago, Illinois 








Neopit, Wisconsin 


FIRE- EXTENDED COVERAGE- BUSINESS INTERRUPTION meee  OUALTY CUMRER Miln-dried 
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stallation of the same cab on gasoline- 
powered Clarklifts. Clark Equipment 
Co., Industrial Truck Div., Dept. AL, 
Battle Creek, Mich. 
Circle No. 24] on Coupon, page 122 


New Cab for Fork Trucks 


A new cab that is interchangeable 
among four models of its Clarklift line 
of fork trucks is announced by the 
manufacturer. Interchangeability is 
provided to reduce the number of cabs 
required by fork truck fleets where dif- 
ferent model vehicles operate outdoors 
on an irregular schedule. Rigid con- 
struction and an integral overhead 
guard are design features. Rear sup- 
port of the cab swings free of the 
Clarklift to facilitate access to the en- 
Radial-Arm Machines gine. An integral tank well is pro- 
A new concept in radial-arm ma- vided in cabs intended for LP-Gas 
chine design is announced by DeWalt, trucks, but does not interfere with in- 
Inc., in its new Imperial line of radial- 
arm wood and metal cutting ma- 
chinery. Designed for the non-ferrous : 
metal market along with the heavy - / Ae Saves Valuable Floor Space 
wood cutting industry, the new model ' : 
ronda (ol atone phew en , j Storage on wheels, a new equipment 
chine, it is said. Greater strength is at : development, inerenses Beg image a 
achieved by the steel table frame, ‘ store rooms and filing areas R “Ral 
which is 2” deeper and supported by eT ae on and Lyon Ph . 4 ee va shee 
longer flanged legs. Built-in power i ES fling pores ech — A egg “ 
features, offered as standard equip- : nema . -e lithng cme.  wecase She bez ye 
ment, reduce opeartor fatigue, states as , cabinets or lockers, on ball-bearing 
DeWalt, Inc., Dept AL, Lancaster ' wheels that roll on steel tracks. This 
Penna. “ es ‘mobilizing” of the storage facilities 


Circle No. 240 on Coupon, page 122 (continued on next page) 


pusiness, PAYS OFF” 
BUSINESS 


with "details and facts'’, how you can set up a profitable Winslow Ready-Mix 
plant at a reasonable overall invectment 





Here are some 
typical dealer 
reports... 


“our Binanbatch in- 
vestment paid for it- 
self in approximately 
“ere 
increase in tie-in sales 
since handling Ready- 
Mix in our yard”. . 
“we get additional bus- 
iness in our area be 
cause we sell Ready- 
Mix.” Take advantage 
of the Binanbatch 
Ready-Mix profits .. . 
have our representa- 


Complicte \ . ; tive prove to you a 
¥ : N X\ truck bod minimum investment 
Beds Shipped YN SQ puts you in the Ready- 
Ss *_———— ee * . 
KD. Easy Sm"S=>=_ * at Mix business. 
: —. — Send coupon for 
complete details. Actual photograph, Ready-Mix Installa- 


tion at Huston Lumber Company—at Carey, 
Ohio 


WINSLOW SCALE CO. 
P. O. Box 1198, Terre Haute, Ind. 
Please send information on Bin for Ready-Mix 


| ie R-B Company || xx. 
\ 1921 Guinotte, Kansas City 20, Mo. ei 
~~ 








Assembly & 


Mounting 





Write, wire, phone for Unload a Load 


Catalog ond Prices or’ Half Load at a Time 
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SPN IBAM Hardware  ivinenmens) 


eliminates the need for usual space- 
wasting aisles between rows of cabi- 
nets. One storage unit is omitted from 
each row to permit easy access to the 
units behind. The load capacity of each 
standard unit is 1% tons. The units, 
even loaded to capacity, are so light 
they can be moved by a girl as shown 
in the photo above. Mobile Racks, Inc., 
Dept. AL, 369 Lexington Ave., New 
York 17, N.Y. 


Circle No. 242 on Coupon. page 122 











It’s 
adjustable! 


> 


Just one pocket frame set 





for all sliding door sizes! 


Reduces inventories up to 90%! Here for the first time is the 
one pocket frame set that’s right for all doors from 2’ 0” to 3’ 0” 
wide. It’s right for every job... slashes inventories by telescop- 
ing 4 to 10 sizes of this space-consuming item into just one set. 


_ 2825 is right for builders, too. There’s no chance for error. 
Simple one-man installations can be made in less than 20 min- 
utes. And it’s easy to make readjustments after trim is in place. 


The 2800—one inventory- 
cutting set of hardware in one 
package for both %” and 
14%” by-passing doors. Easiest 
to adjust. 


For Overhead Bays 


For details see your wholesaler or write Stanley Hardware, Divi- A jib boom especially designed for 
: ow lumber handling in overhead bays, with 
sion of The Stanley Works, 12N Lake St., New Britain, Conn. angle adjustable to three different 
positions, is now available. The boom 
is mounted ‘pasiagoer ye on a —_ 
It raises, swings and telescopes 8’ un- 
AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY der load, all by hydraulic power. Cable 
whip is at standard length when used 


over jib; it provides a hoist line with- 
out a winch and gives over 400% longer 
cable life, the maker says. The crane 
™ pictured above has capacity of 5 tons 
, ‘ ’ fe ‘ont | ar and 3 tons at 
1 mh in ow 20 ay pce TS Hod wee | cere Can Sale De 
re “s hardware + door controts + sluminum windows » stampings + springs AL, 19 West 12th St., New York, N. Y. 
+ coatings + . strapping—made plants United States, Canada, England and Germany. , 
—— —_ ss s = | Circle No. 245 on Coupon. page 122 


~ 
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New Literature 





Technical Data 


Abesto Wood Preservatives. A new, 
illustrated booklet explains the chemi- 
cal reaction and physical properties of 
Abesto Cleartox and Abesto Staintox. 
It also presents information on the 
practical application of these materials 
for the preservation of wood used in 
construction. Abesto Mfg. Co., Dept. 
ABH-AL, 120 Wabash St., Michigan 
City, Ind. 

Circle No. 246 on Coupon, page 122 


“Bradley Lumber Products” is the 
title of a four-page folder, which fully 
describes the manufacturer’s hardwood 
flooring and trim and its Arkansas soft 
pine products. Liberal photographs de- 
pict actual uses of the firm’s pine pan- 
eling as well as its oak flooring. Brad- 
ley Lumber Co., Dept. AL, Warren, 
Ark. 

Circle No. 247 on Coupon, page 122 


Air-Operated Shaper. “New, im- 
proved Armstrong Shaper for Band, 
Gang and Circular Saws” is the title of 
a four-page, two-color folder, which 
fully describes labor-saving features of 
the new, air-driven Armstrong shaper. 
Full specifications and prices are also 
listed. Armstrong Mfg. Co., Dept. AL, 
2135 N.W. 21st Ave., Portland 8, Ore. 


Circle No. 248 on Coupon, page 122 


Blinds, Shutters & Louver Doors. 
A beautifully illustrated catalog con- 
tains complete information about the 
manufacturer’s window blinds, shut- 
ters, louver doors and interior shutters 
with movable louvers. Full specifica- 
tions and price lists are also included. 
A copy of the catalog may be obtained 
by writing to Arthur F. Tyler Co., 
Dept. AL, 167 Hapgood St., Athol, 
Mass. 

Circle No. 249 on Coupon, page 122 


““Masonitems” is the title of a new, 
eight-page folder containing informa- 
tion about two plans for dealer proj- 
ects, Duolux merchandising aids, heavy 
duty %” Masonite Peg-Board mer- 
chandising aids, weekend project cal- 
endars, Masonite films and counter 
sample displays. Masonite Corp., Dept. 
AL, 111 W. Washington St., Chicago 2, 
Ill. 


Circle No. 250 on Coupon, page 122 


Steel Studs. “Beautiful Walls and 
New Economy with Bostwick Chan-L- 
Form Steel Studs” is the title of a 
six-page envelope size folder showing 
installation features. Drawings give 
dimensions of the studs. An excellent 
plan for constructing partition inter- 
sections is quite complete. A sketch 
for framing of openings is simplified 
for easy interpretation. The Bostwick 
Steel Lath Co., Dept. AL, Niles, Ohio. 

Circle No. 243 on Coupon, page 122 
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SI IEa A Hardware 











New! Bi-fold hardware 
for passageway doors! 


Homeowners and builders are enthusiastic about these new doors 
that project only inches into a room and allow new freedom in 
arranging furniture and new, complete access into closets. 

And now Stanley has hardware to make them more stylish and 
convenient than ever. The new 2987 hardware is concealed—no 
hardware shows on either side of door! It’s easy to install, too— 
just look at these features: 


Easy to remove or rehang in seconds 
Jamb-mounted bottom pivots allow clearance 
over slab, terrazzo floors 

Easy to adjust laterally or vertically for per- 
fect alignment 

No bottom track 

Doors can’t rattle or blow open 

Smooth, “whisper-quiet” action 
Round-cornered hinges for mortising (may be 
surface mounted, too) 








+ 








2987 is packed in sets or bulk. Packed sets are for 2’ 0”, 2’ 6”, 3’ 0” finished 
openings (2 panels) and 4’ 0”, 5’ 0” and 6’ 0” (4 panels). 
For demonstrator model, see your distributor. Ask him about envelope 
stuffers, catalog pages and other sales helps, too. 
For further details, write Stanley Hardware, Division of The Stanley 
Works, 12N Lake St., New Britain, Connecticut. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Staniey Works—hand and electric 
tools + drapery, industrial and builders hardware * door controls + aluminum windows + stampings + springs 
+ coatings + strip steel » steel strapping—made in 24 plants in the United States, Canada, England and Germany. 
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NEW LITERATURE 


(begins on page 117) 


NEW PRODUCTS 


(begins on page 96) 





Consumer Data 

Home Remodeling. “77 Ideas for Re- 
modeling Your Home with Fir Ply- 
wood” is the title of a new booklet de- 
signed primarily for consumers, but it 
also can be useful to builders as a 
source of practical remodeling sugges- 
tions. Its 16 pages include sections on 
exterior remodeling, adding rooms or 
wings, fences and patios, basements, 
kitchens, living rooms, bedrooms, at- 
tics, closets and hobby centers. Doug- 
las Fir Plywood Assn., Dept. AL, 1119 
A Street, Tacoma 2, Wash. 

Circle No. 244 on Coupon, page 122 


- 


keeps bringing good 


Customers back 


...when you tell them they can now spray a hard, 
durable factory-finish HAMMERED effect on many 
surfaces from toys to filing cabinets! The new 
Hammer Finish in Gray, Green, Blue, Silver and 
Copper dries odor-free in minutes, with a smooth 
protective beauty that will inspire many a new 
project...and repeat sales for you. Shipments 
made from St. Louis or Los Angeles plants same 





day order received. Call your jobber today 
for more multiple sales tomorrow. 
Find out more about the other 
Chromatone products: 
SPRAY ENAMELS « DECORATIVE METALLIC 
FINISHES « ALUMINUM * REDWOOD 
ALUMATONE CORPORATION | 
1523 Grande Vista Ave., Los Angeles 23, California 
9270 Olive Street Road, St. Louis 24, Missouri 

Circle No. 100 on Coupon. page 122 


Interior-Finish Fiberboard 


Suitable for do-it-yourself installa- 
tion, Decorator Style Temlok Plank, 
Rustic No. 563, is designed for interior 
walls in both renovation and new con- 
struction. Temlok Plank is 8’ long, 12” 
wide and %” thick. It is factory-fin- 
ished with two coats of white paint and 
a light beige overprint, which consists 
of casual vertical lines sprinkled with 
random circles and triangles. Combin- 
ing structural strength, decoration and 
insulation in one material, it may be 
nailed or stapled to furring strips or 
may be cemented to existing walls. 
Armstrong Cork Co., Dept. AL, Lan- 
caster, Penna. 
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Two New Marlite Patterns 


Two new patterns in the Marlite 
wall panel line are available. They are 
the Imperial marble pattern in eight 
colors designed by Raymond Loewy 
Associates and a gaily colored, star- 
motif pattern called Celestial. The Im- 
perial pattern in 4’ x 8’ panels may be 


installed as walls, ceilings, sliding 
doors, counter and sink tops or as sur- 
faces of built-ins and furniture. Styl- 
ized stars in three sizes, superimposed 
on a loose-weave textile design back- 
ground, characterize Marlite Celestial. 
Panels are 4’ x 8’. Marsh Wall Prod- 
ucts, Inc., Dept. AL, Dover, Ohio. 
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Integral Fin Windows 


Four aluminum windows, the 
UALCO Integral Fin Casement and 
the Verti-Slide, Double Hung and 
Horizontal Slider, all are made with in- 
tegral trim fin and sill. Nails or screws 
can be driven through the nail-on 
flanges of the one-piece units, allow- 
ing quick, one-man installation in prac- 
tically any type of construction, it is 
said. No other exterior trim is needed, 
says maker. Southern Sash Sales & 
Supply Co., Inc., Dept. AL, Sheffield, 
Ala. 
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More Dealers Than Ever 
are Now Reading 
AMERICAN LUMBERMAN 
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Cabinet Hardware 


A low-priced tub enclo- Baldwin has added 
sure, Shower Wonder is forged brass cabinet hard- 
made of 12-gauge vinyl ware to its line of build- 
plastic that looks exactly ers’ hardware. Display 
like glass. Easy to install. boards are available. Bald- 
Holiday Sales Corp., Dept. win Hardware, Dept. AL, 
AL, 7400 N. W. 37th Ave., 841 Wyomissing Blvd., 
Miami, Fla. Reading, Penna. 


Shower Wonder 


Circla No. 254 on Coupon, page 122 Circle No. 255 on Coupon, page 122 


The Colonial 


Design C 
_ This is the newest addi- Created especially for 
tion to the maker’s acous- colonial type homes, this 
tical products line. Called new E-Zee Loc Colonial 


Design C, it is available in wood awning window com- 
both tile and ceiling board bines traditional and mod- 
sizes. Owens-Corning Fi- ern design requirements. 
berglas Corp., Dept. AL, Woodco, Dept. AL, Box 31, 
Toledo 1, Ohio. North Bergen, N. J. 
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Displays Wall Coverings 


To display finished and unfinished paneling as well 
as wallboard in sizes large enough for the customer to 
get an idea of what it will look like installed, Coman 
Lumber Co., Durham, N. C. built a fixture. A ledge 
at the bottom keeps panels from slipping off. The angle 
of the backboards is such that there is no danger of 
tipping over. By a little shifting the salesman can 
easily place any panel on top. Each panel bears a tag 
detailing trade name, species, size, manufacturer and 
price. 
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Courtesy Southern Pine Association 


wood for kitchens 


Do-it-yourselfers are now busily embarking on indoor 
activities that will keep them profitably occupied dur- 
ing the winter. A favorite project is to panel the kitchen 
with cheerful, welcoming wood, in order to modernize 
it—for the smart kitchen of today is a far cry from the 
clinical whites and uninteresting enamel surfaces of 
the past! Let your customers and prospects know that 
you're all set to supply them with beautiful and inter- 
esting woods. Remember—when families get the feel 
of wood in the house, of its beauty and effect, they 
don’t stop at merely one project! 

Remember, too, there’s a National-American member 
as close as your phone, to help you develop your wood 
business. He’ll solve the problems of sources and de- 
liveries that otherwise take much of your time—time 
you should spend to better advantage developing more 
sales of lumber and wood products. Unless you have 
six heads and a dozen arms and legs, it’s smart to enlist 
a National-American Wholesaler’s help. 


TIMES ARE CONSTANTLY CHANGING...THE 
MEN BEHIND THE SEAL KEEP UP TO DATE 


i Rehatelale lore Wiilsaareela 


we 


Lumber Association 


3 East 44th Street, New York 17, N. Y. 
1111 Yeon Building, Portland 4, Ore. 
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American 
Lumberman 


Classified 
Advertising 





Terms — Cash With Order 
Minimum Charge $7.50 
Rates: 


| Time —30c per word for each insertion. 
Minimum charge of $1.50 per line. 


3 Times—25¢ per word for each consecutive 
insertion. Minimum charge of $1.25 
per line. 

Add $1.75 per insertion for blind ads bearing 

box number, 

No agency commission or cash discount 

allowed, 


All ads for classified section must be in Pub- 
lisher's office 14 days preceding date of publi- 
cation. Advertisements are set in uniform 6 
point style. No cuts or special borders allowed. 
Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged. 
When answering box numbers or mailing copy 
for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 








HELP WANTED 








SITUATIONS WANTED 





WANTED — RAILS 











Established Southern Wholesaler dealing in 
Southern Pine and West Coast Woods has 
opening for experienced Salesman with knowl- 
edge of Railroad and Industrial Accounts. 
Would make Headquarters Home Office. Basis 
salary, percentage of profits, and travel ex- 
pense when away. Address Box Z-21, Amer- 
ican Lumberman, Inc. 





STENOGRAPHER 


Central Florida Lumber Dealer wishes to em- 
ploy experienced Stenographer who can take 

ictation in Shorthand, use Dictaphone and 
Type. Air conditioned Office and good place 
to —_— Address Box Z-27 American Lumber- 
man, Inc. 





SALES POSITION AVAILABLE 


Opportunity for young man as assistant to 
sales manager on marketing West Coast 
woods. Old established business located in 
Middle West. Write Box Z-28 American Lumber- 
man, Inc. 
ATTENTION 
ASSISTANT LUMBER YARD MANAGERS 

If you have gone as far as you can go in 
your present position and feel that you are 
ready and capable of taking over as manager 
of a good line roe answer this ad today. 
Address Box Z-33 American Lumberman, Inc. 





ESTIMATOR AND A DETAILER 


One of the oldest architectural millwork com- 
panies in middle Atlantic States has the op- 
portunity for permanent position of estimator 
and a detailer of qualified experience. Ouick 
advancement to properly qualified applicant. 
Business opportunity of the territory a chal- 
lenge to man with ambition. Please furnish 
complete statement of your qualifications, age 
and ability which will be treated in strict 
confidence. Address Box Z-34 American Lum- 
berman, Inc 





SITUATIONS WANTED 











REDWOOD MAN—1l2 years experience, both 
Wholesale and Direct Mill. Sales, purchasing. 
Management and Re-manufacturing. Have 
well rounded knowledge all other species. 
ature is important. Capable, responsible and 
yeady to go. Address Box Z-22, American 
Lumberman, Inc. 


LUMBERMAN, age 23, desires position with 
sound firm, years’ retail and wholesale ex- 
perience. Family man, college graduate. Pre- 
fer midwest location. Address Box Z-35 Amer- 
ican Lumberman, Inc. 


Young man—27—married. Two years’ college. 
8 years’ experience all phases retail lumber 
business. esires position as salesman for 
wholesale builders supplier. Presently em- 
ployed. Address Box Z-36 American Lumber- 
man, Inc. 





GENERAL MANAGER 


Excellent opportunity for large Lumber or 
Millwork retailer to acquire the services of a 
thoroughly experienced and aggressive young 
executive. Good organizer, capable of lead- 
ing and profitably directing a multi-million 
dollar operation. Willing to relocate. Send 
— details to Box No. Z-37 American 
Lumberman, Inc. 


120 





Managers Position wanted. Man of 35 with ten 
years experience, seven years as manager. 
References furnished. Address Box Z-29 Ameri- 
can Lumberman, Inc. 





General manager and P. A. of successful cash 
and carry yard wants similar position, Cali- 
fornia or Southwest. Exceptional record and 
references. Address Box Z-38 American Lum- 
berman, Inc. 





BOOKKEEPER 


Prefer distribution yard, wholesale or some 
manufacturing. Consider any vacancy. Famil- 
iar lumber terms. Been self employed for some 
time. Prefer other. Middle age. Address Box 
Z-39 American Lumberman, Inc. 





Experienced lumber yard manager, 40 years 
old, has had 20 years’ experience manager 
lumber yard. Well experienced in house 
building. Can furnish the best of references. 
Prefer Illinois territo Address Box Z-40 
American Lumberman, "See. 





SALES REPRESENTATIVES 
AVAILABLE 











Manufacturers Representative with established 
following serving lumber yards and building 
trade, Chicago area, seeks additional line of 
merit, Warehouse facilities. Address Box Z-30 
American Lumberman, Inc. 





SALES REPRESENTATIVES 
WANTED 











MANUFACTURER'S REPRESENTATIVES and 
distributors wanted to handle line of shower 
doors and tub enclosures for national manu- 
facturer. Please sup Pply information on back- 
ground, territory and type of products pres- 
ently handled. Address Box an American 
Lumberman, Inc. 





BATHROOM MEDICINE CABINET MFG. 
Expanding Sales Force 
Long-established, well rated, yw! known 
exclusive manufacturer of the Glide-O-Mir and 
Swing-O-Mir Bathroom medicine cabinets, 
chrome accessories, vanitories, and pin up 
lites. Wants aggressive, and intelligent man to 
call on Building. Plumbing, Hardware, Elec- 
trical and Lumber Supply Wholesalers. Choice 
territories now available. Compensation: Sal- 

ary, Commission, Bonus and Expenses. 
Write giving full details to: 
J. EPSTEIN, Sales Manage 
c/o sg BATHROOM. PROD. CORP. 
1809 W. THOMAS ST. 
CHICAGO 22, ILLINOIS 








BUSINESS OPPORTUNITIES 








Wanted closeout, distress, surplus building 
materials, hardware, paint, plumbing, powes 
tools, lumber, electrical fixtures, etc. 
CONSIGNMENT BASIS ONLY. SUCCESSFUL 
MERCHANDISERS expanding with new Drive- 
In building material modern center. Five acres 
outdoor display area, 50,000 sq. ft. display 
showroom. Aggressive sales force. ‘We sell 
anything for a Price.’’ Send sample literature 
for appraisal. Quality Lumber Company, 264 
David Street, Johnstown, Penna. 


RAILS, New and Relaying 
Bought and Sold 


1000 Geed Serviceable 
Kilo Trucks in stock 
M. K. FRANE 


480 Lexington Ave., New York 17, N. Y. 
401 Park Bldg., Pittsburgh 22. Pa. 
105 Lake Street, Reno, Nevada. 





USED MACHINERY FOR SALE 











One used 6 ft. Prescott Resaw. 
Excellent Condition. 


THIEM PRODUCTS, INC. 


9800 W. Rogers Street 
Milwaukee 19, Wisconsin 





BUSINESSES FOR SALE 











FOR SALE 


Profitable, well-established building supply 
and contracting business located near gigantic 
new industrial development and near large 
recreational area. This is in a_ pros = 
small town with good labor conditions. 

desiring to retire. Write to Box Y-61 Tmnestoun 


Lumberman, Inc. 





Lumber and Hardware Yard in prosperous Oil 
& Ranching community. Real Estate and _in- 
ventory approximately $20,000.00. North Cen- 
tral Texas. Address box Z-42 American Lum- 
berman, Inc. 


LUMBER - BUILDERS SUPPLIES & PROPERTY 
on plot 300x300x50x100—facing Hiway 80. Lo- 
cated in industrial area—E. Texas. Receipts 

50,000. R. R. siding—fully equipped, living 
quarters. Separate Saw Mill with air condi- 
tioned apartment. Profitable opportunity. 
(Brokers protected) 

RENDLOG SALES COMPANY 

1780 Broadway, New York City, Pl 7-5345 








FOR SALE OR LEASE 


Woman wants to get out of the lumber busi- 
ness. Modern refrigerated retail lumber yard 
or building specialty store in wonderful loca- 
tion. Yuma Sess Lumber Company, 
Fourth Ave., Yuma, Arizona. 





FOR SALE: Several retail lumber yards in ex- 
panding area. Continuing growth is assured. 
Can be sold singly or as a group; with or 
without real estate. Inquiry invited. Details 
furnished when interest and ability are estab- 
lished. Address Box Z-43 American Lumber- 
man, Inc. 





RAILS — FOR SALE 











STEEL RAILS 
New and reconditioned relaying rails, all 
weights, for dry kilns and other purposes. 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, W. Va. 
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MISCELLANEOUS FOR SALE 








BOOKS FOR SALE 











CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





INTRODUCTORY OFFER 


FREE—Latest plet talog—FREE. Get ac- 
quainted special low prices on full line plumb- 
ing. heating, hardware, specialties. 


SEABOARD PLUMBING SPECIALTY CORP. 
1007 Atlantic Ave. Dept. AL—Brooklyn, N. Y. 





BOOKKEEPING FOR BUSINESS 

AND PERSONAL USE 

Raymond V. Cradit—two volumes $5.25 
In readily understandable terms, these two 
books explain the purpose of various business 
and personal records, and how to keep them. 
:. - Pee 2 $2.50 
Concentrates on books and methods used to 
record daily buying and selling transactions. 
326 pages, 153 illustrations. 


i ee Pa .. $2.75 
Describes records and procedures that apply 
to the organizational set-up: partnership, 
corporation, incorporation; plus entries nec- 
essary to overall business analysis. 212 pages, 
88 illustrations. 


HOW TO READ ELECTRICAL BLUEPRINTS 
Heine, Dunlap and Jones $4.75 
This book covers the entire field of electrical 


symbols on the blueprint. You will be partic- 
ularly interested in the chapters on how to 
read Architectural, House-Wiring and Adminis- 
tration Building blueprints. 311 pages. 


MODERN PRACTICAL ACCOUNTING 

Earl A. Saliers af .. $4.00 
Your business will profit more with accurate 
records to aid in daily operations. This book 
gives you and your staff a working knowledge 
of accounting to help you make practical man- 
agerial decisions. 365 pages, 155 illustrations. 


EXPERT LUMBER PRICER 

E. M. Hiatt... : $7.50 
A page for each price per thousand. in steps 
of $1 from $25 to $150, and steps of $5 from 
$150 to $200. Along the left side of each page 
are listed by thickness and width the different 
items carried in the ordinary retail yard, and 
along the top margin are the various lengths. 
Turn to the price and find where the item and 
length lines cross, then find price per piece. 


AMERICAN LUMBERMAN, INC. 


blueprint reading. providing you with in- 
formation to readily visualize a job from the 
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139 N. Clark St., Chicago 2, Ill. 











What's Your Answer? 





Ceiling Tile Staple 


Any “wavy” tile ceilings or fallen tiles are things of the 
past because Ceiltile’s uniquely designed leg and special 
cement coating give tremendous extra holding power, says Li 
manufacturer. You can drive a Ceiltile staple through the 
flange of a ceiling tile, holding it in your hand, without 
fracture or damage, manufacturer claims. The new staple 
fits Arrow’s T-50 Gun Tacker, the versatile, jamproof 
tacker, which takes six different size staples and can also 
be used for insulation, upholstering, other fastening jobs. 
Ceiltile, Arrow Fastener Co., Dept. AL, 1 Junius St., Brook- 


(Questions on page 110) 


By rotating cutout illustrations and copy at each 
of Merritt’s four billboard sites, a fresh effect 
is achieved. See article, page 42. 


An inching pedal that lets you move fast or just 
creep, always under full, positive control. See 
ad, inside front cover. 


lyn, N. Y : Public school manual training classes. See ar- 
Circle No. 258 on Coupon, page 122 ticle, page 44. 


Automatic Closet Lights Ger-Pak. See ad, page 17. 


Remcon’s new, low voltage Closet-Lite costs less than 
other automatic lights for closets because it takes only half 
as long to install, it is said. Closet-Lite requires no heavy 
armored cable and does away with time-consuming switch- 
box installation, adds maker. Remcon also points out that 
when its Closet-Lite is installed in quantity it costs little vinyl, woven and bonded. Hundreds of glass 
more than closet lights without the desirable automatic fibers are combined in each strand. See ad, page 
features and therefore constitutes an especially profitable 33. ; , : 
“sales extra” for the builder of moderate-price homes. 6 fa 
Pyramid Instrument Corp., Dept. AL, Lynbrook, N. Y. 

Circle No. 259 on Coupon, page 122 


(1) Lot, (2) heating, (3) plumbing, (4) wiring, 
(5) cabinet work (kitchen cabinets, etc.) and (6) 
linoleum or tile. See article, page 40. 


It is made from pure glass fibers, coated with 


He maintains as many as 75 units. See article, 
page 48. 


Snap-On Decorative Grilles Grimm Lumber, Inc. See ad, page 29. 


An insulated casement with snap-on decorative grilles is 
being introduced by Fabrow. Now it’s possible to have 
colonial diamond lite or contemporary wood windows with 
standard size insulating glass at low cost, says manufac- 
turer. The attractive Fabrow grilles simply snap on the 

(continued on next page) 


Jeffreys - MeElrath 


MANUFACTURING COMPANY 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 
@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 


Daily Capacity 300,000 feet 
Factory Locations 


Milledgeville, Ga. Macon, Ga. Keesvilie, Va. 
Ark , Ga. Chase City, Va. Raleigh, N. C. 
Jackson, Ga. octed N.C. | 


Glass Department. See article, page 76. 


Big capacity. See ad, page 39. 














| For lasting Beauty and Protection— 
choose i Ridge > ae 


Decorator Styling and 
Superior Craftsmanship are 
carefully blended to 

bring you the finest in 
overhead doors! 





DOOR COMPANY 
MONMOUTH JUNCTION, N. J. 











In our complete line, there is a Ridge Door for every home, taste and budget. 
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outside of the casement. New insulating casements and 
their snap-on grilies are offered in colonial and contempo- 
rary styles. The casement frames are precision made by 
Fabrow of clear Douglas fir. Fabrow Mfg., Inc., Dept. AL, 
7208 Douglas Road, Toledo, Ohio. 


Circle No. 260 on Coupon, page 122 


Yale Auxiliary Rim Latch 


A new Yale No. 83 auxiliary rim latch, designed espe- 
cially for people who want door chain safety without the 
inconvenience of having to get up in the middle of the night 
to let in other family members, is announced. The guard 
chain of this new auxiliary lock may be engaged to the lock 
case in a way which permits it to be thrown off from the 
outside by the operation of the correct key. The use of this 
latch also permits the door to be opened slightly while the 
chain guard remains engaged. Made of rustproof metal 
with an attractive brass finish, the new lock can be used on 
either left or right-hand doors that open in. Yale & Towne 
Mfg. Co., Dept. AL, Chrysler Bldg., New York 17, N. Y. 


Circle No. 261 on Coupon, page 122 


Shower Doors and Enclosures 


A new and complete line of bathtub enclosures, shower 
doors and corner enclosures is announced. De Luxe, Stand- 
ard and Special units feature top suspension rolling doors 
and uniquely designed nylon roller bearings for smooth, 
silent, sure operation. The entire line is crafted of heavy 
gauge extruded Alcoa aluminum and incorporates special 
splash-proof, leak-proof drainage sills, says manufacturer. 
The shower doors and enclosures are offered in a wide va- 
riety of decorative glass motifs. Andrea Mfg. Corp., Dept. 
AL, DeForest Ave., Amityville, L. I., N. Y 
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Circle the numbers at the right which appear 
under the advertisements on which you 
wish date. 


FOR INFORMATION ON 


“What's New” Items 
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122 123 124 125 126 127 128 129 130 131 132 133 134 135 
142 143 144 145 146 147 148 149 150 151 152 153 154 155 
162 163 164 165 166 167 168 169 170 171 172 173 174 175 
182 183 184 185 186 187 188 189 190 191 192 193 194 195 


See-Through Nail Package 


Ten different types of “most used” nails for home crafts- 
men—presorted and precounted to eliminate handling prob- 
lems—are available in brightly colored boxes. Each ace- 
tate-windowed package contains from 100 to 450 nails, de- 
pending on nail size. The individual packs are available in 
a colorful 12-unit self-merchandising carton for point-of- 
purchase display. Each pack is plainly marked for design, 
size and quantity and each contains but one type of nail. 
Aluminum Company of America, Dept. AL, 1501 Alcoa 
Bldg., Pittsburgh 19, Penna. 


Circle No. 262 on Coupon, page 122 


Versa Adds New Installing Aid 


A new mounting socket, designed to further simplify the 
installation of Versa wrought iron porch columns, is an- 
nounced. The new cast iron socket saves time and effort 
for the do-it-yourself handyman and cuts labor costs on a 
professional job, it is said. A %” recess in the socket elimi- 
nates the need for close tolerance on-the-job height adjust- 
ments, and, where the porch or other mounting surface is 
uneven, permits the use of shims to level the mounting, 
adds manufacturer. Versa Products Co., Dept. AL, Lodi, 
Ohio. 

Circle No. 263 on Coupon. page 122 


Low-Price Panel Shutter 


A low-price shutter panel known as the Malibu is avail- 
able in 12 standard sizes ranging from 7” x 20” to 9” x 32”. 
The panel is made of fine kiln-dried, clear grain and satin 
smooth California woods, providing a beautiful finish when 
painted or stained. All panels are made oversize allowing 
as much as one inch in width and three inches in height 
to be trimmed for perfect installations. Also available with 
the panel order is a special hardware kit consisting of 4 
hinges, two porcelain knobs, hook and keeper set and 
screws for two panels. Paul Heinley Indoor Movable Shut- 
ters. Dept. AL, P.O. Box 190, Santa Monica, Calif. 
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Mail to American Lumberman & Building Products Merchandiser, 139 N. Clark St., Chicago 2, Ill. 
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and still others read about it 
through a continuous program of 
publicity in the daily newspapers. 

Mrs. L. C. Rotter, owner, Univer- 
sal Roofing Co., which donated the 
1500 square feet of new Bird Wind 
Seal roof, reports it was the most 
important 1500 square feet of roof- 
ing she has ever installed. “I’ve sold 
at least six Bird roofing jobs as a 
direct result of the project,” she 
adds. 


Ornamental Iron Mfrs. 
to Meet in Memphis 


Ornamental iron manufacturers 
from across the country and Can- 
ada will again gather at the 
Claridge hotel in Memphis, Tenn., 
for the second National Ornamen- 
tal Iron Manufacturers’ Conven- 
tion, Jan. 23-25. Delegates to the 
first convention last January re- 
quested Memphis as the repeat site 
and asked Tennessee Fabricating 
Co. to again sponsor the event. 
Those interested in attending may 
write convention chairman Lee 
McLean, Tennessee Fabricating 
Co., 1490 Grimes St., Memphis. 


Advertisers’ 


New System for Gypsum 
Wallboard Application 


An alternate method of applying 
gypsum wallboard to framing 
members is announced by U. S. 
Gypsum Co., Chicago, Ill. The new 
method, called the Adhesive-Nail- 
On System, utilizes a rubber-resin 
compound, called Sheetrock Brand 
Adhesive, manufactured by the 
Miracle Adhesives Corp. and dis- 
tributed by USG. 


Application of the wallboard in 
the new system is quick and 
simple. A continuous bead of 
Sheetrock Brand Adhesive is ap- 
plied to the face of all framing 
members receiving the wallboard. 
The adhesive is applied by means 
of a special calking-type gun, 
which lays down the proper-sized 
bead. 


The gypsum wallboard is then 
placed in position and nailed 16” 
o.c. on sidewall applications and 
12” o.c. on ceilings. As the board 
is pressed into place and nailed, 
the bead of adhesive spreads across 
the face of the framing members, 
providing a bed of adhesive ap- 
proximately 1/16” thick. Used in 
conjunction with USG’s new 5,” 
sheetrock gypsum wallboard, the 
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Acme Appliance Mfg. C 
Acme Steel Co... : 

Admiral ¢ ‘orporation 

Adrian Peerless, Ine. 
Allis-Chalmers, Buda Div. 
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SUFFICIENT ADHESIVE for a single pane! 
is applied to framing members in a new 
system of drywall application just an- 
nounced by U. S. Gypsum Co., Chicago. 
The gypsum panel is then pressed into 
place and nailed; 50% less nails are re- 
quired in this system. 


Adhesive-Nail-On System provides 
a sturdy finished wall which the 
company’s research men call “the 
finest single-layer drywall avail- 
able.” 
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Wall Space Good Sales Area 


Painted perforated hardboard ap- 
plied to almost every wall surface in 
the store increases product display 
space at McCollum Lumber Co., 
Klamath Falls, Ore. Items otherwise 
off in a corner or perhaps not even 
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removed from the packing case can 
now be easily shown. Manager Ed 
Niles reports good sales results. 
Note sign: “We cater to the week- 
end contractor.” 
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Showroom Floor Becomes Wood Flooring Display 


When Robertson Lumber Co. con- 
verted a branch yard into the A to 
Z Building Supplies in Owensboro, 
Ky., the entire floor of the self-serv- 
ice-type showroom was decked with 
10 sections of oak, maple, pine and 
beech flooring in various grades. 
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The floorings are described and 
priced on small signs nailed to the 
wall at floor level next to the sample. 
Plastic numbers are used for price 
marking making it easy to change 
the figures when necessary. 


j | i 
Reminder Board 
Builds Sales 


A “Don’t Forget” suggestion 
board hung near the back door of 
Ed Porter Lumber Co., Garden 
City, Kan., is accounting for a lot 
of extra sales. From time to time 
the items on the board are changed. 
In this way, the yard can tell how 
the suggestion board idea is work- 
ing. “And it’s working mighty well,” 
advises manager Wayne Bertholf. 
“We got the idea from American 
Lumberman, tried it and it’s work- 
ing like a charm.” 


Shoe Mitts Eliminate 
Scuff Marks 


To prevent scuff marks and shoe 
marks on expensive lumber when 
being loaded and unloaded from 
trucks, Evans Lumber Co., South 
Charleston, W. Va., provides shoe 
mitts for its drivers. The mitts are 
home-made of heavy duck and slip 
over the driver’s shoes easily. 

“This simple shoe mitt has saved 
us money by protecting the lumber 
surface from foot marks,” says 
president Walter D. Evans. Evans 
got the idea from a pair of mitts 
left in a box car of fir finish lumber 
from the Coast. 
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to reap extra profite during 
Wellers nationwide promotion 


CONTACT YOUR WHOLESALER ,..and the big- 


; , Wy ah . est impact in 
Don’t miss out on sales of Weller Tools because of depleted 9 7 
Weller’s na- 


stocks. Remember, Weller’s big national campaign will reach eae. aes 
thousands of people right in your local area during the next paign is yet to 
few weeks. Plan now to get your share of this business. come! 


on Nov. 23rd 
IRHA ADIN... 


on Dec. Ist 


Model 800 Model 700 Model 700K 
Sabre Saw Power Sander Sanding Kit 
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5 Model 8100K Model 8250AK Model 8250A LU 
Soldering Kit Soldering Kit Soldering Gun er 8 AER, 

1 $7.95 list $14.95 list $12.95 list 

: FULL COLOR COVER 

" Be sure you’re ready to meet the demand... ADS IN 
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WELLER ELECTRIC CORP. timp." if ens coted 


Circle No. 74 on Coupon, page 122 
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JIFFY-PANE 


: Storm Window Kit C 
For P hE \ For Garage, Barn, Poultry vinyl hoon noid 
Be renner ae and Hog House Windows peaiey pox dllbed. 
nails. Extremely durak 
For-Do-It-Yourselfers . . . a 

A Complete Line of Window Materials. Warp’s is the largest pe vm ros ats oa TAPE-On $2. 

and most diversified producer of Top Quality Plastic Window = xy — oe 4 ttn tebe’ 
Materials in the entire world. You can fill all your plastic storm SS SS ee 
5 aie y sees with molding and nails. A self- ture windows. 6’ x 
window needs from one reliable source... hold your bookkeep- selling, “pick-up" item for Big plastic sheet and 60 
ing and paper work to a minimum. Volume and a Nice Profit. special non-marring t 


For Storm Doors 
and Storm Windows 


Warehouse Stock in 47 States. Top flight jobbers from coast 
to coast assure you a convenient, nearby source of Warp’s plastics Warp? DI 7 pe L AY R A C 5 
for farm, home and industry. So you will not miss any sales when 

a cold snap hits be sure you have a good supply of “Warp’s” on obe DO UBLE your SALE! 


hand at this time of the year. 


Your Customers Are Pre-Sold On “Warps” Before They 
Enter Your Store. Warp’s products have the Quality that helps 
you sell .. . that assures complaint-free customer satisfaction .. . 
Warps’ powerful, timely advertising in national magazines, state salesman loaded with 
farm papers, leading big city and small town newspapers, as well Warp’s Top Qualit 
as radio and television programs urge your customers to go to i - Y 
their local Warp dealer for their Window Material needs. Tie-in Window Materials 
with Warp’s big national advertising by using the free newspaper and watch your 
mats, window streamers, counter cards and envelope stuffers sales zoom 
that are available on request. 4 
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The Pioneers + Established 1924 } 
World's Largest Producers of Top 1. Plastic Window Materials 
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